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You know the success of Cow-Ease, which | 
originated 15 years ago, but this announcement 
is to tell you about our big selling campaign for 1916. 


In such farm papers as Wisconsin Farmer, Kimball's Dairy Farmer, 
Breeder's Gazette, Wallace's Farmer, Hoard’s Dairyman, Wisconsin Agri- 
culturist, Prairie Farmer, Oklahoma Farmer-Stockman, American Agriculturist, 
Michigan Farmer, etc., we will publish big advertisements telling farmers every- 
where how Cow-Ease will keep their cows contented and free from flies and how Cow- 
Ease is guaranteed to make good or | will. 


We have a selling plan for 1916 that will produce big results for you—a campaign that will 
sell Cow-Ease for you. Write to-day for all the particulars. Send an order to your jobber 
now so you can be prepared for the orders you are sure to get. 


Sold by all leading hardware jobbers in the United States and Canada 


SPECIAL TRIAL OFFER 


Prices in Effect East of Missouri River: 


Ten I!-gallon cans Cow-Ease, per gallon - - $1.00 $10.00 
Six 4-gallon cans Cow-Ease, eac - - - .60 3.60 
One-third dozen quart cans Cow-Ease, per dozen 4.25 1.42 


Total - - - $15.02 
Less Dealer's Discount 33% per cent ° 5.00 


$10.02 
One dozen Cow-Ease Sprayers - o 3.60 
Total cost of trial offer $13.62 
Your profit on this Offer _ =. =e $7.40 
Four Pint Samples and Store Advertising Free packed with this Trial Offer. 
Immediate Shipment Orders dated June Ist, regular terms, F. O. B. 
Jobbing Points. 


M. ELTON VOSE, Assistant Treasurer 
Carpenter- Morton Company 


Established 1840 Boston, Mass. 
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Carry This Line and Stop 
Price Cutting 


You can meet every price demand in your locality if you carry 
the Thermoid line of Hand Made Hose, for there is wide range 
of prices in this line, and at each price you can offer your 
customers more for their money. : 





















In Thermoid brands you can give your patrons a garden hose 
to meet the water pressure conditions in your neighborhood. This 
is the intelligent way to meet cut-throat competition. You are 
not simply selling Garden Hose when you sell a Thermoid brand— 
you re selling a garden hose that will meet conditions right around 
you. Talk that fact to your customers—it scores big. 


Pee. 
“wr 


All grades of Thermoid are made with our famous, elastic, 
non-drying tubes, which will not peel. A quarter of a century’s 
experience and the largest manufacturers of garden hose in the 
United States stand back of the Thermoid line. 








f 
Booklet, Samples and Prices on Request 7 
Don’t fail to see a Thermoid Sample 


Thermoid Rubber Company 


TRENTON, N. J. 


Makers of Thermoid Brake Lining 
and Nassau Tires 


New York Philadelphia St.Louis Detroit Chicago 
Pittsburgh Indianapolis Boston San Francisco 











For High Pressure and 
will not kink 


FLEXOID. Special in both 
quality and construction. Very 
flexible, light and will not kink. 
Constructed with four plies of 
sheeting and braided cover. Tube, 
cover and friction of high quality 
stock: High pressure. Should be 
carried in every stock as a high- 
grade hose. Guaranteed. 


















A Popular Seller—Light 
and Strong 


TRUMPOID. A five-ply hose 
of special quality, high-grade 
sheeting. Excellent quality of 
friction, cover and " m- 
bines lightness with strength and 
durability. A popular brand, 
very serviceable. Recommended 
for greenhouses, lawns and gar- 
dens. Medium pressure. Guar- 
anteed. 





For Lawn or Garden— 
Flexible, Durable 


SAXONOID. A five-ply hose 
of light weight, special duck of 
great strength and _ durability. 
Excellent friction, tube and cover. 
Very flexible and durable. For 
lawn or garden use, and espe- 
cially recommended for florists, 
gardeners and contractors. Hig 
pressure. Guaranteed. 
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COMPRESSION HERE 
PREVENTS RATTLING 


For Screens as Well 
as Storm Sash 


Here you see this non-rattling, easy-sliding fixture 
applied to a storm sash—it can be used for both storm 
sash and screens. 





Here, at last, is an adjuster that locks securely when ‘a 
closed. The slot in the bar which holds the sash open is 
wedge-shaped and keeps the sash firmly in position. | 

Made entirely of steel. Furnished japanned or sher- He 
ardized—we recommend the latter finish for its tried-and- 4 
tested rust-proof qualities. ha: 

Packed a pair—one right and one left—in an envelope bu 
with screws—complete directions included. es 

Write for selling particulars and price details. wn 
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The Store That Keeps a 
Famous a 
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History of the Phillip Gross Hardware Company, and the Methods That 
Have Made It the Largest Hardware Concern in Wisconsin 
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Artistic displays of builders’ hardware and the good lines of the chairs and tables make this room very attractive 


T has been intimated that some product other 
than hardware is responsible for Milwaukee’s 
rise to fame. We do not dispute the claim. 

However, it takes more than an unlimited supply 
of wet goods to keep a modern:city on the pinnacle 
of fame. The Phillip Gross Hardware Company 
has helped to keep Milwaukee famous. 

Wisconsin is the home of fine +hardware stores, 
but there are few within its borders:that can claim 
rank with that of the Phillip Gross;Hardware Com- 
pany. It is doubtful if there is ‘a’ store in the 
Northwest that can present as large and varied a 
stock, as beautiful quarters or as perfect an equip- 
ment. When you have visited the Phillip Gross store 
you have received the last word in hardware. It may 
be equalled, but it simply cannot be surpassed. As 
for stock and service, it is sufficient to say that no 
customer leaves the Phillip Gross Hardware Com- 
pany with his wants unfilled. Every staple, every 
novelty, every new item of hardware is to be found 
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somewhere in that mammoth store, ana there .. 
always an obliging salesman to demonstrate its use 
and operation. 

There is a wholesale as well as a retail depart- 
ment. One hundred and twenty-five employees look 
after the comfort of the retail trade, while a corps 
of traveling salesmen attend to the wants of deal- 
ers in the adjacent territory. The Phillip Gross 
Hardware Company is a typical example of twen- 
tieth century merchandising methods. 


History and Growth of the Firm 


Way back in the year 1855 Phillip Gross labored 
behind the counter of John Nazro’s hardware store 
as a common apprentice. He was faithful and dili- 
gent, had a host of friends and an ambition to 
succeed. His savings grew slowly, for the wages 
of the youthful apprentice were small, but he per- 
severed. It took thirteen years of hard work and 
rigid economy to amass sufficient capital for a start 
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MACHINISTS’ SUPPLIES 
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Machinists’ supplies and paints are trade winners 


in the business world. In 1868 the first store was 
opened, under the firm name of Bucholz-Gross & Co., 
at Third and Chestnut Streets. The beginning was 
small, but the same patient, courteous service that 
had marked the early career of Phillip Gross served 
to make the investment a paying one. In 1880 the 
firm purchased the stock and store of Kiekhefer & 
Bros., 110-112 Grand Avenue and 195 West Water 
Street, at which time Mr. Gross’s son, Arthur E. 
Gross, and his son-in-law, Charles E. Mueller, be- 
came associated with the business. The influx of 
new blood made itself felt in increased business and 
still more progressive methods, and in 1899 the 
Phillip Gross Hardware Company was incorporated. 
Since that time the growth of the business has 
been little short of marvelous. The old accommo- 





tions were soon outgrown and the firm began 
king for a new location. A site was purchased. 


Third Street and a beautiful new. byilding.....: 


erected. In May, 1915, the firm moved to its pres- — 
ent quarters, in the heart of Milwaukee’s. business” 
district. 


* The New Store 
“"y 


he new store of the company is an imposing 
Seeeture of brick and limestone, comprised of five 
mes and a basement, all devoted to the selling 
@enardware. There are 50,000 sq. ft. of floor 
eee, thoroughly stocked and equipped with the 
@nest grade of fixtures. The store is depart- 
Mmtized and the accounts of each department are 


separately and accurately. There are.mam- 
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The sporting goods department is next door neighbor to the automobile accessories 
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moth display windows; hundreds of feet of wall and 
display cases; elevators for the accommodation of 
the buying public, and a delivery system adequate 
for a city twice the size of Milwaukee. It is an 
ideal home for a modern hardware stock. Taken 
merely as a building it is a credit to the city; as 
a store it reflects credit on the entire world of 
hardware. 


Up-te-Date Windows and a Modern Lighting System 


The entire frontage on Third Street is banked 
with display windows of the most improved type. 
Each window is lighted by nine 100-watt nitrogen 
lights, equipped with the new holophane reflectors, 
and is kept beautifully trimmed at all times. The 
Gross windows are as closely watched by Milwaukee 
shoppers as those of the largest department stores 
of the town. The backs are paneled in hardwood, 
and the broad expanse of plate glass at the front is 
unbroken by posts or pillars. Above the windows 
the surplus space is fitted with prism glass which 
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On the front wall at the back of the show win- 
dows is a large wall case filled with a tempting 
array of electric household utensils. On the side 
wall the first two cases display kitchen and table 
cutlery, and the third pocket knives of various de- 
signs. A case is devoted to scissors and another 
filled with razors and shaving supplies. Beyond 
these, three similar cases display percolators, chaf- 
ing dishes and nickel-plated ware, while the last 
section exhibits bath room accessories sampled on 
velvet-covered swinging doors. 


e 
Main Mechanics’ Tool Department 


The main mechanics’ tool department is on the 
left side of the store. The front wall case is 
trimmed with planes and chisels. The side wall 
is taken up for about half its length with wall 
cases in which are displayed saws, squares, planes, 
drills and braces, axes, hammers, hatchets and other 
mechanics’ tools. The floor cases carry a line of 
drawing tools and surveying instruments. 





The cutlery, silverware and nickel plate department 


floods the main salesroom with daylight. In the 
interior the indirect system of lighting is used, and 
the store as a whole is one of the best lighted in the 
country. On the main floor alone there are 18 
Harter fixtures, each equipped with a 200-watt nitro- 
gen light. 


Arrangement of the Main Salesroom 


The main salesroom is a revelation to the ordi- 
nary hardware man. It is divided into depart- 
ments, each marked with an appropriate sign, and 
is fitted throughout with the highest grade of 
Warren equipment. With its almost unbroken line 
of hardwood fixtures, wall and floor cases, it pre- 
sents a thoroughly attractive and business-like ap- 
pearance. No wonder the women of Milwaukee like 
to trade at the Gross hardware store. 

On the right as you enter is the cutlery, silver- 
ware and nickel-plate department, where the vari- 
ous items of that line are neatly displayed in wall 
and floor cases. All the cutlery items are sampled 
as shown in our illustration, and the floor cases are 
trimmed with carving sets and similar lines. 


Beyond the wall cases are 31 glass-front paneled 
doors, sampled with the smaller tools of the line. 
Each sample is marked with a celluloid button bear- 
ing the manufacturer’s number, the stock number 
and the price in plain figures. The stock is carried 
behind the paneled doors on shelving. 


Sporting Goods Department 


Across the front of the room, in the center, is a 
large floor case devoted to Kodaks and Kodak sup- 
plies. The druggists of Milwaukee have no cinch 
on the camera business. of that locality. Back of 
the floor case is a series of center shelving, or rather 
wall cases, facing each way and fronted with floor 
cases. On the left is the sporting goods depart- 
ment, which carries a complete line of everything 
pertaining to sports, from golf clubs to Evinrudes. 
Bicycles are included in this department and even 
thermos bottles are considered part of the legiti- 
mate line. 


The right side is given over to bath room acces- 
sories, racket goods, etc., shown in the floor cases} — 


while the wall is fitted with paneled doors sampled 
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with drawer pulls, knobs, butts, latches, hasps, 
hooks and similar small items. 


Machinists’ Supplies and Paint Section 


At the rear, on the left, is the department de- 
voted to the sale of machinists’ tools and the paint 
section. Every tool in use by machinists of that 
vicinity is on display, either in shelving or cases, 
and a wrapping counter is provided for completing 
sales. A feature of this department is a huge floor 
case filled with every conceivable kind and size of 
gear. 

The paint section is directly opposite, and is 
thoroughly equipped to fill the paint wants of the 
most exacting customer. These departments are 
trade winners for the Gross store. 


Big Business in Automobile Accessories 


The automobile accessory department, on the right 
at the rear of the store, is one of the largest de- 
partments of the kind in the Middle West. Every- 
thing in the nature of an automobile accessory is to 
be found in the stock, which is displayed effectively 
by means of wall and floor cases. 

This department makes a specialty of repairing 
and recharging all makes of storage, lighting and 
starting batteries, and a special room is maintained 
for this purpose. A prominent sign calls attention 
of customers to the prices charged for this form 
of service. Batteries are also rented, and a fixed 
series of charges is maintained for rentals. From 
a small beginning this department has grown to be 
one of the most important in the store. 


Balcony Salesroom for Housefurnishings 


The rear of the main:storeroom is covered with 
a balcony, resembling the deck of a pleasure yacht, 
which is utilized as a salesroom for the housefur- 
nishing lines. Over thirty styles of gas ranges and 


forty samples of refrigerators are on display in 
this department, which is one of the most attractive 


The housefurnishing department, with a view of a section devoted to the automobile accessories 
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of the store. Kitchen wares, granite dishes, alumi- 
num, porcelain, etc., are arranged on fixtures made 
to the firm’s order. Each fixture consists of a 
cypress frame, 9 ft. long, 3 ft. wide and 5% ft. 
high, equipped with shelves on which the wares are 
displayed. They are fitted with casters and may 
be readily moved to any part of the store as re- 
quired. There are ten of these fixtures, and in 
addition the back wall is equipped with tier shelv- 
ing to accommodate the bulkier items of the line. 
Refrigerators in summer and stoves in winter alter- 
nate in the use of floor space. As an example of 
the firm’s thoroughness in stocking, this department 
carries a full line of fireplace fixtures, water filters, 
family dish washers, vacuum cleaners, fireless cook- 
ers, ice cream freezers, garbage cans, refrigerators, 
stoves and household novelties. It is a department 
of which the firm is justly proud. 


Machinists’ Supplies in the Basement 


The basement is conveniently fitted up to care 
for the line of machinists’ supplies, of which the 
firm claims to carry the largest stock in that sec- 
tion. The goods are arranged in bins and on shelv- 
ing, and the room is equipped with counters for 
wrapping and selling. Milwaukee machinists know 
the way to the Gross basement and the underground 
salesmen are a busy lot. There are tons of ma- 
chinists’ supplies in this basement salesroom. 


Offices and Builders’ Hardware on Second Floor 


The offices of the firm are on the second floor, 
which also houses the builders’ hardware. The 
room is fully shelved and equipped for selling, and 
is also fitted with a very convenient and attractive 
builders’ hardware display room. All the samples 
are arranged in wall cases, which are fitted with 
shades. The shades are kept down, and are only 
raised to display the particular line in which the 
customer is interested. This keeps the buyer’s in- 
terest on the items required and renders sales less 
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The accessories department caters 


difficult. The room is finished in hardwood and 
equipped with comfortable furniture. Samples are 
arranged in the cases in double tiers to economize 
space. 

On this floor the firm has recently installed a 
display room for electric laundry equipment. Elec- 
tric washers, wringers, ironers, sprinklers and laun- 
dry dryers are all displayed in working order, and 
demonstrations are made with the different ma- 
chines. This department has caused considerable 
interest among Milwaukee housewives, and is looked 
on as a money-maker for the firm. 


Upper Stories for Surplus Stock 


The third floor carries the heavy hardware, 
cables, belting and the reserve stock of the whole- 
sale department. There is a room on this floor 
equipped for use of the advertising department and 
one used by the automobile accessory department 
for recharging batteries. The fourth floor is the 
home of the reserve stock of sporting goods, house- 
furnishings and shelf hardware. The fifth is used 
as a general storage room. 


Advertising Employed by the Firm 


The Gross company is a firm believer in steady, 
consistent advertising. The windows are kept 
neatly trimmed and displays are changed fre- 
quently. The newspapers are used regularly and 
much advertising is done in the form of booklets 
and circulars. One booklet recently issued calls 


attention to a line of model aeroplanes for boys, 
the parts of which are carried in the regular stock. 
Another attractive circular advertises the company’s 
line of pure white bathroom accessories. This de- 
partment is conducted by Charles Mueller, whose 





also to the needs of the motorist 


efficient work has done much to build the business 
up to. its present basis. 


Service a Big Item in Firm’s Success 


The Phillip Gross hardware store is known as a 
store of service. No act of courtesy is too small to 
demand attention. The customer is made to feel 
that the store service is installed for his convenience. 
Goods are carefully wrapped and delivered, the firm 
employing one light and one heavy delivery truck 
and two horse trucks. The stock is as complete as 
good buying methods can make it. It must be a 
source of great pleasure to the Milwaukee buying 
public to be able to fill all its hardware wants under 
one roof. The firm has established a reputation of 
never being out of staple goods. It has proved to 
be one of the best advertisements ever put across. 


_ Trade-Winning Methods and Policies 


One of the pet policies of this enterprising firm 
is the keeping of goods constantly before the cus- 
tomer. There are thousands of samples on display 
at all times. They carry the lines that are hard to 
obtain, or that are not to be found in the ordinary 
hardware stock. Toys, bicycles, Evinrudes, motor- 
cycles, scroll saws, turning lathes, canoes, safes, 
fountain pens, and even billiard tables are to be 
found in this buyers’ paradise. 

Success has been won through careful, pains- 
taking methods and the giving of whole-hearted 
service. The firm numbers its customers by the 
thousand, and every customer is a friend. In Mil- 
waukee the word “hardware” instantly brings to 
mind the Gross store. 

Wet goods may have fitted Milwaukee with its 
scroll of fame, but hardware keeps that scroll 
bright. 











When You Buy a Business and Find It 
Isn’t Doing What the Seller Claims 






By ELTON J. BUCKLEY 


lowing case regarding the status of the 
parties as to a certain phase of the sale of a 
business: 

‘““About three months ago we purchased the above 
business from the founders. We continue to do 
business under the same name. The persons from 
whom we bought were really not the founders, who 
are dead, but the founders’ sons and grandsons. It 
is a highly respectable business and perhaps for that 
reason we did not investigate as carefully as we 
should have done. It was stated to us that the busi- 
ness was doing about $1,000 per week retail when we 
bought it. The books were open to us, and we ex- 
amined them to some extent, but not closely, because 
we had confidence in the firm and its reputation. 
It appears now as if the statement of $1,000 per 
week was untrue. 

“We have been in the store for twelve weeks, and 
at no time has it done anywhere near that much. 
Our first week’s receipts were $695, our second 
$724, our third $756, our fourth $586, and so on, 
until the twelfth week, when the receipts were a 
trifle over $800. We called this to the attention of 
the old firm and were told to wait until the year was 
up and see if the business would not average $1,000 
per week. We have no reason to expect any increase 
at other seasons of the year, however, and are com- 
ing to believe that we have been swindled. 

“The business is undoubtedly a good one, but 
since we paid $1,500 for good will, we feel that we 
have not been dealt fairly with. The price of the 
business was $6,500, of which we paid $5,000 and 
gave our note for $1,500, payable in four months. 
What is our legal status? Have we any remedy for 
having been told the business did $1,000 when it 
has not done more than $800, and sometimes is 
below $600?” 

Cases like this are constantly arising in every 
State of the Union. In my own practice I am get- 
ting them all the time. 

I shall say to this correspondent—though I wish 
I could have said it to him earlier—what I invaria- 
bly say to every client who comes to me when he 
is contemplating buying a business: Never take 
the word of the seller of any business as to what it 
is doing. If the deal is sufficiently important, put 
a certified public accountant on it with instructions 
to go clear to the bottom and prepare a statement 
covering everything—stock on hand, amount of 
gross business, and particularly net profits. It is 
astounding how many men about to buy a business 
lay down their money without any real data about 
the net profits. The gross business of itself means 
nothing. It is perfectly easy to build up a tre- 
mendous gross business in a week, simply by cut- 
ting prices below cost. But who would want to buy 
such a business? It is really a liability rather than 
an asset. 


NEW YORK correspondent submits the fol- 
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If the deal is too small for a certified accountant, 
put a good sharp bookkeeper on it, or if you are 
sufficiently experienced, get into it yourself. Be- 
fore you pay down a penny, have the figures, gotten 
by your own investigation. 

One reason this is important is that if you take 
the buyer’s word, or; depending on his word, make 
but slight investigation for yourself, and after buy- 
ing the business, find like the above correspondent 
that it does nowhere near what you expected it to, 
you will find it almost impossible to prove in court 
that the business did not do what the buyer said it 
did. 

It is the law everywhere that the buyer of a busi- 
ness cannot prove what the business did before he 
got it, by figures showing what it did after he got 
it. That has been tried many times, and it always 
fails. For instance, the correspondent bought a 
business said to be doing $1,000 per week. It does 
for him about $600 to $800, which he argues with 
some force, is pretty good evidence that it did no 
more for the seller. But the law says it is no evi- 
dence at all, for there are differing factors present, 
such as possible differences in methods of salesman- 
ship, advertising and so on, which might account 
for the difference. Therefore the buyer is deprived 
at the outset of what he considers his strongest 
evidence. The only way he can make his proof is 
by producing the seller’s books—which have prob- 
ably been made way with long before—or some of 
the old employees. Sometimes he can get some of 
the employees to give this testimony, but oftener 
he cannot. 

There is a Massachusetts case which lawyers who 
have to go to court with a case like this are fond 
of citing—a case between two Greeks. One sold 
out to the other on the statement that he was doing 
$150 per week. The buyer bought and paid largely 
in notes. After he got in he found that the store 
was not doing $150 a week, and he refused to pay 
the notes on the ground of fraud. At the trial he 
tried to show what the store had done for him— 
much under $150—as evidence of what it did be- 
fore, but the court ruled it out, and the buyer, 
though he really may have been grievously de- 
frauded, was left without any legal evidence at all. 
There was accordingly a verdict against him. This 
will always happen when you have no evidence of 
fraud except that the business you have bought did 
less for you than the seller said it did for him. 

The only way to protect yourself against this is 
to get the figures first. 

I will say in closing that there is nothing in the 
suggestion of the seller of the above business that 
the buyer should wait a year to see if it does $1,000 
a week, unless the business has heavy seasons which 
have not yet come. The statement was $1,000 per 
week, not $52,000 per year, and three months are 


enough to test it out. 
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Sherman Law—Export Trade—“America Against the World’—The 
Kenyon Bill 


By W. L. CROUNSE 


WASHINGTON, D. C., May 8, 1916. 


HE first big piece of constructive work by the 
i Federal Trade Commission is rapidly nearing 
completion. In its finished form it will be a 
comprehensive provision striking from the Amer- 
ican business man the shackles with which the Sher- 
man anti-trust law has bound him hand and foot 
in his effort to expand his export trade and com- 
pete with his foreign rivals in the markets of the 
world. 

This measure will have the emphatic approval of 
President Wilson, and will probably be simultane- 
ously introduced in both houses of Congress in the 
hope that it can be enacted into law before the ad- 
journment of the present session. The crowded leg- 
islative docket of the House and Senate looks a bit 
ominous, but the Trade Commission’s bill should 
call for little debate, and there is no reason why it 
should not become a law during the coming summer. 


Why Sherman Law Needs Amendment 


When far-sighted old John Sherman devised the 
extraordinary statute that bears his name and that 
has stood the test of time almost as successfully as 
the good old Constitution itself, he had in mind 
only the curbing of combinations of domestic manu- 
facturers. The world markets were beyond his 
vision, the German kartel was in its infancy and the 
French comptoir had not been heard of. 

Later on, American exporters learned to their 
consternation what it meant to compete with for- 
eign manufacturers whose governments, instead of 
hectoring and nagging them until life became a 
burden, gave them full official countenance and all 
the moral and financial support to be commanded 
by the resources of great empires. Such competi- 
tion was an eye-opener and frequently sent the 
American manufacturer home a sadder but a wiser 
man. 

The Congressional leaders, mostly lawyers of such 
modest professional reputation that their clients do 
not feel justified in bidding for their services 
against the salary Uncle Sam pays Senators and 
Representatives, have long shied at the duty of com- 
ing to the rescue of the American exporter. With 


no business experience, little or no knowledge of 
economics and with eyes focussed just an inch be- 
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yond their noses, our Solons on Capitol Hill have 
ducked their responsibilities year after year, fear- 
ful lest they be accused of an “alliance with Wall 
Street” should they attempt any amendment to the 
Sherman act not calculated to further impede the 
progress of the American business man. 

Another factor that has contributed to prevent 
action to enable the domestic exporter to meet his 
foreign rivals on an equal footing has been the un- 
certainty as to the jurisdiction of the Sherman law 
and especially as to whether, as it reads to-day, it 
actually prohibits such combinations and the pool- 
ing of interests which it is agreed would be neces- 
sary to enable us to meet the government-aided 
manufacturers of Europe. 


Export Trade Throttled by Statute 


A few months ago the Federal Trade Commission 
sent out 30,000 letters to manufacturers, mer- 
chants, exporters, economists and others, soliciting 
their views as to the necessity and desirability of 
legislation amending the Sherman act in the interest 
of our export trade. Replies have flooded the com- 
mission, and, contrary to the usual experience in 
similar cases, the answers reflect a wonderful un- 
animity of opinion. 

The most eminent authorities consulted express 
the view that the Sherman law, which undeniably 
controls interstate commerce, also holds within its 
jurisdiction transactions in our foreign trade. This 
means that the Sherman act must be amended if we 
are to meet German and French combinations with 
American combinations. 

On the second important point there is substan- 
tial agreement that the necessary changes in our 
laws to give us an even break in competing foreign 
markets, ought to be made and made in the near 
future. In other words, on moral and economic 
grounds the legislation is demanded forthwith. 


Yankee Combinations Against the World 


Supported by this remarkable symposium of 
views the commission has drawn a bill modifying 
the anti-trust statutes so as specificaliy to authorize 
co-operative associations or selling agencies formed 
for the exclusive purpose of engaging in export 
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trade. These associations will be authorized to 
bring together all American exporters in similar 
lines and combine them for the purpose of meeting 
foreign competition. 

This will eliminate throat-slitting rivalry among 
our own people in the effort to extend our export 
business, and while the combinations to be organ- 
ized under the proposed legislation will lack the offi- 
cial co-operation enjoyed by the kartel and the 
comptoir, they will have all the backing that Yankee 
enterprise, energy and money can give them. 

In one respect only are the activities of these 
export combinations limited by the proposed law. 
Every American exporter going into these associa- 
tions must give every other American exporter a 
square deal. No close corporations formed by a 
few top-notch concerns, excluding all the little fel- 
lows in their lines, will be permitted. Every sell- 
ing agency will be open to all comers who can meet 
the reasonable conditions imposed under the law. 

The slogan of this new export era will be 
“America Against the World!” 


For Early Action on the Kenyon Bill 


The demand for early action on the Kenyon 
“‘honest-paint” bill grows in volume as the days roll 
by. Senator Reed, of Missouri, chairman, of the 
sub-committee of the Senate Committee on Manu- 
factures, who has the measure in charge, has been 
indisposed for several days, but it is stated at com- 
mittee headquarters that the measure will be taken 
up in the very near future for careful analysis in 
the light of the facts developed at the recent hear- 
ings. 

The campaign to secure the passage of the Ken- 
yon bill has taken an entirely different trend from 
that which marked the movements behind the Mar- 
shall, Bartholdt and Heyburn bills. These measures 
were urged chiefly by master painters and consum- 
ers, who wanted good paint and demanded some 
method of satisfying themselves that they were get- 
ting it. These interests are also working for the 
Kenyon bill, but the most strident voice in the big 
honest-paint chorus shouting for the Kenyon bill is 
that of the retailer, who wants to sell paint and still 
keep out of jail. 

Lots of retail merchants have found this to be a 
practical impossibility, and many of them have quit 
the game in deep disgust. Two hundred prosecu- 
tions of retailers in the State of Ohio alone tell a 
story that cannot be ignored. Something must be 
done if paints are to be handled in the retail trade. 
There’s a big screw loose as the matter stands 
to-day. 


Where the Trouble Lies 


In default of a Federal law regulating interstate 
shipments of paint and giving official character to 
guarantees issued by manufacturers and jobbers the 
trade in paints falls within the jurisdiction of the 
patchwork State laws. Inasmuch as the States 
have no control over interstate commerce, adulter- 
ated paints can be freely imported into a State, 
transported and stored in the original package, but 
the moment such package is sold within the State 
boundaries the transaction comes within the pur- 
view of the State laws, and, if there is an honest 
paint law among the State statutes, some dealer is 
liable to be called upon to choose between paying a 
big fine and spending a more or less protracted va- 
cation in the county lock-up. 

Under the Kenyon bill a retailer whose wares 
were called in question by either a Federal or State 
official need only exhibit the manufacturer’s or job- 
ber’s guarantee, whereupon the sleuths would per- 
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mit him to go in peace and turn their attention to 
people “higher up.” 

The gentlemen who are so sensitive of criticism 
directed against paint manufacturers should bear 
in mind that, although it is not a pleasant thing for 
a manufacturer to hear it said that some of the 
people in his trade are in the habit of putting up 
adulterated goods, yet it’s a whole lot more un- 
pleasant for a retail merchant, about to close his 
store of a Saturday night, with a fond vision of a 
quiet Sunday in the bosom of his family, to be car- 
ried off to the calaboose so late in the day that he 
can’t even get bail, and only because he didn’t know 
that the can be bought and sold in good faith for 
white lead and linseed oil was chiefly barytes and a 
poor grade of hydrant water. 

It makes a mighty big difference which leg the 
boot is on! 


A Reorganization Long Overdue 


The Interstate Commerce Commission is to be 
reorganized at an early date on a basis that will 
probably enable that important quasi-judicial body 
to settle a case involving the proper freight rate on 
a hundred pounds of mouse traps or a few rolls of 
wire fence within sixty days instead of a year and 
a half, as at present. 

The new deal will come about as the result of 
the enactment of a bill, which has just passed the 
House and which no doubt will speedily go through 
the Senate, enlarging the commission from seven 
to nine members and authorizing its division into 
three or more subcommissions. Each of these sub- 
ordinate bodies will have all the authority now ex- 
ercised by the full commission, which will make it 
practicable to carry on simultaneously the consid- 
eration of three or more cases, thus facilitating the 
clearing up of the present overloaded docket and the 
prompt disposal of all new business. 

Under the existing law the entire membership of 
the commission must consider each case, no matter 
how trivial, and the angels frequently weep over the 
spectacle of seven solemn-visaged judges concen- 
trating their mighty intellects upon the problem as 
to whether the freight rate on a baby carriage from 
Oshkosh to Podunk ought not to be marked down 
from 50 to 49 cents. 

That doesn’t sound like efficiency, does it? 


Congress May. Run Till Snow Flies 


The flash-in-the-pan revival of energy on the part 
of the Congressional leaders, which developed a few 
days ago and which resulted in a burst of speed 
with the legislative program that lasted four days 
and one night, has died out and the politicians are 
getting in their deadly work at a rate that promises 
to keep Congress here until Senators and Repre- 
sentatives will need their winter clothes again. Just 
as Speaker Clark had succeeded in inducing the 
Washington correspondents to telegraph their pa- 
pers that Congress really meant business and was 
planning an early adjournment, the campaign man- 
agers of both parties served notice on the House and 
Senate leaders that there must be a gentlemen’s 
agreement that nothing is to be done in either house 
between June 5 and June 20. This is to permit the 
legislators to attend the Republican and Democratic 
conventions without fear that something important 
to their constituents or to their own political for- 
tunes may happen during their absence. There is 
to be no adjournment for this nominal recess, as 
that would give the snap away to the dear people 
at home; both houses are to mark time while their 
members attend the conventions—and draw their 
salaries as usual. 

The practical effect of this plan is already ap- 
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parent. The Naval appropriation bill, of greater 
consequence this year than ever before in the his- 
tory of the Government, and the Omnibus revenue 
bill, another measure of far-reaching consequence 
to the business men of the country, were to have 
been reported to the House the latter part of this 
month and disposed of early in June. Chairman 
Kitchin now announces that neither bill will be 
brought in until after the conventions. 


Politics vs. Good Business 


This dislocates two big machines. The Naval ap- 
propriation bill cannot possibly become a law by 
July 1; hence the entire naval service will be with- 
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out funds for current needs and will have to sub- 
sist upon joint resolutions continuing former ap- 
propriations, and, of course, the preparedness pro- 
gram is correspondingly delayed. 

The second jolt will come as the result of the 
delay in the consideration of the revenue bill. The 
Internal Revenue Bureau has planned a general 
house-cleaning, and the opening of new books on 
July 1 for the execution of the revised law, but this 
all goes into the discard and the new fiscal year will 
open witk the Bureau’s accounts muddled to the 
complexion of a Chinese puzzle. 

But who cares so long as public business is not 
permitted to interfere with the politicians? 





Teaching a Small Sales Force 


By WILLIAM H. KOFOED 


4é7T can’t be done,” said the retail hardware man, 
leaning against his lusterless cash register and 

accepting a five-cent-straight from his friend the 

drummer. “I repeat, Mr. D., it can’t be done.” 

“Maybe not,” half conceded the anxious seeker for 
the idle orator’s trade, “but, then, perhaps 4 

“It’s just this way, Mr. D., experts say “Teach 
your sales force!’ Trade journals scream it in your 
face. Wholesale house organs echo it, and dozens 
of efficiency dabblers re-echo it. And I say, it can’t 
be done. My sales force amounts to just two per- 
sons, Tom Johnson and Bill Brown. Now, I ask you 
quite frankly, can I get up on the counter, mop my 
face once or twice, and say: ‘Gentlemen, we are 
gathered here this evening for the betterment of 
our worthy firm (which is me) and our growing 
sales force (which is you). I come to teach you 
efficiency. Knowing nothing about this subject my- 
self, I take it for granted that I am very well quali- 
fied to extend some sound advice to folks with such 
intelligent maps as your own. Do you follow me?’ 
Tom would laugh, and Bill would look pained. As 
for teaching them anything, I couldn’t win a third 
place in the first heat.” 

“Well sf 

“It’s different with a big concern. They invite 
their two or three dozen or two or three hundred 
employees to an enjoyable luncheon. That’s the 
bait. They have a hired expert on hand to pound 
the dope into their heads after the ice cream and 
cakes have gone the way of last Sunday’s stewed 
spinach. This man has enthusiasm, if he has noth- 
ing else; and with plenty of chance for eloquence 
before a crowd, he makes good. The underlings file 
out with a slightly inflamed disposition to do better 
work. When that inflammation dies down, another 
luncheon is ready. So you see——” 

“Just a moment, Mr. Hardware Man,” the 
drummer butted in with surprising nerve. “Let me 
get a word in at the end of the rope, will you? 
Russell Conwell it was, I think, who said that each 
and every pupil in the public schools should have 
an individual teacher. Concentrativun on the whims 
and capacities of a small number of students is in- 
finitely more productive of worth-while results than 
the same amount of concentration scattered over a 
large group. Continual personal contact of the 
right sort counts for much.” 

“Yes, but ti 

“You, Mr. Hardware Man, can go up to Tom 
Johnson, clap him on the back, friendly-like, and 
say: “Tom, you made a mistake waiting on that 
jolly-faced customer without cracking a grin. Lim- 











ber up your smile. Give them the glad sign just 
as soon as they hit the front door. You’ll remem- 
ber, won’t you, Tom?’ Tom will look pleasantly 
sheepish, nod his head, and be glad to do just as you 
told him. Why? Because you understand Tom at 
close range, and Tom is your friend. That’s why. 
Same with Bill. Suppose there is a certain line of 
enamelware that’s been dead stock on your hands 
for two years. You’ll go up to the young man and 
say: ‘Bill, we’re about tired of looking at those 
pots and pans, aren’t we? Suppose we try to point 
out their merits to every lady customer from now 
on. Let’s see how quick we can clear off that shelf 
and get some new stuff in place of the old. Are you 
with me?’ Your salesman will smile pleasantly, and 
in three weeks’ time the shelf will be empty. And 
you know why without me telling you, but I’m 
going to tell you, anyway. It’s just because you’ve 
got a bigger and finer chance for teaching your 
sales force than any large concern in these great 
United States. And every other small dealer has 
the same chance. Do you agree with me, Mr. Hard- 
ware Man?” 

Mr. Hardware Man was a little red under the 
ears, but that did not faze the drummer. He faced 
his prospective customer frankly, the question still 
in his eyes. At length the boss spoke. 

“Yes, by George, I do agree with you.” He chose 
the words slowly and carefully. “And I am going 
to follow your advice. Now, get out your order 
book, and we’ll select some new stock to take the 
place of those pots and pans!” 


Goodyear Makes Changes in Selling 
Force 


HE Goodyear Tire & Rubber Company, Akron, 

Ohio, recently announced that R. W. Rost, a 
salesman at Newark, N. J., has been appointed 
manager of the Goodyear branch at Albany, N. Y.., 
succeeding E. B. Sigerson, who was recently ap- 
pointed manager of the Buffalo branch. J. A. 
Leathermen, a salesman at. Portland, Ore., has been 
appointed manager of the branch in that city. 
L. H. Vaughan, former manager at Utica, N. Y., 
has been appointed manager of Goodyear’s branch 
at Newark, N. J. He is succeeded at Utica by F. G. 
Richards, who has been connected with the Newark 
branch as salesman. R. S. Herman, formerly a 
salesman with the Joplin, Mo., branch, has been 
transferred to Salina, Kan., to be manager of the 
new Goodyear branch there. 
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Man Behind the Counter 





The Use and Abuse of Dry Cells 


man who sold automobile accessories began 

to get nervous. When electric lighting and 
starting equipment became the rage, he threw a fit. 
His stock of dry cells took on a thirty-cent aspect. 
He seemed to see hundreds of those same cells 
decorating garbage heaps, while gobs of red ink 
adorned the profit side of his ledger. He cancelled 


W im the advent of the magneto the hardware 





Dry cells, the positive of one cell, connected with the 
negative of the next 


his outstanding orders and waited for the crash. 
It never came. Somebody with more imagination 
than knowledge had passed out the wrong hunch. 
The dealer not only continued to sell batteries, but 
his sales grew in volume. He woke up to the fact 
that there was an almost universal demand for dry 
cells due to their many uses. He had failed to take 
into consideration the fact that the dry cell repre- 
sents a maximum of power with a minimum of 
weight. So long as it lives up to these characteris- 
tics the good people are going to fall for it. Its sale 
is a cinch for many moons to come. Therefore, it is 
up to the progressive dealer to keep up his stock. 
It also behooves him to get wise on the matter of 
care and storage. 


How to Store Dry Cells 


Most dry cells are aged for a period of ten days 
or more and carefully tested before they leave the 
factory. If there is a flaw due to manufacture, such 
as a torn lining or an imperfect connection, it is 
discovered and the damaged cell discarded. As a 
rule the shipment reaches the merchant in fairly 
good condition, and few manufacturers feel called 
upon to make good any further losses. After the 
stock is received it is your province to keep it in 
good condition. If yuu are having trouble with the 
line—if the cells are showing lack of current—look 
for the cause. You will probably find it a matter 
of either over-stocking or improper storing. 

Dry cells should be purchased in quantities small 
enough to enable you to turn the stock inside of two 
months. As a matter of fact, they may be kept for 


deterioration in batteries kept for any considerable 
period, due to chemical reaction. Losses from this 
source can only be avoided by ordering stock often 
and in small quantities. 

Storage of dry cells is almost entirely a matter of 
temperature and position. They should always 
be stored in a cool place and kept in an upright posi- 
tion. Dryness is absolutely essential. It has been 
definitely proved that warmth will hasten the chem- 
ical reaction in dry cells and lower the current. Thus 
in summer, shelving near a warm ceiling is not an 
ideal place for the stock. A place near the cellar 
entrance or in a dry basement is much to be pre- 
ferred. 

True, you will find that expos"ire to low tempera- 
tures will temporarily lower the current reading of 
the cells, but this need cause no anxiety. As they 
gradually get back to normal temperature the 
strength of current will increase until it is as effi- 
cient as ever. Even a frozen cell, if thawed out 
gradually, will be found practically uninjured. See 
to it that your stock is properly stored and cut 
down your losses. It will make a big difference in 
your dry cell profits. 


Knowledge of Dry-Cell Connections Will Increase Sales 


In handling batteries to the best advantage, a 
knowledge of how to connect dry cells properly is 
essential. It enables the dealer not only to give 
better service to his customers, but it actually in- 
creases sales. You don’t sell a bicycle in sections. 
Why sell a single dry cell to the man who needs a 
complete battery? These few simple directions in 
regard to connections may be of service to you. 

Dry cells are usually connected in what is known 
as series. By this method the positive of one cell 
is connected with the negative of the next, as shown 
in the illustration. 

This form of connection increases the voltage in 
direct proportion to the number of cells used. The 
average dry cell carries a voltage of 11% volts. 
Thus, if four cells are connected in series, a voltage 
of 6 volts is secured. There is no change in amper- 
age. The system is simple and may be employed by 
anyone with little or no knowledge of electricity, the 
only tool necessary being a pair of ordinary pliers. 

The above described method is the one in general 
use. However there are cases where the ampere 
drain is very heavy and shortens the life of the bat- 
tery. A multiple connection will in a measure over- 
come this difficulty. In using this form of connec- 


a much longer period, but it is better to play safe. * tion, care must be taken to use only multiples of the 
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number of cells in the original series. For example: 
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If the old series is composed of four cells, then the 
multiple equipment must contain eight, sixteen, 
twenty-four or some other multiple of four. This 
method of connection is not at all difficult to ar- 
range, and a study of our illustration will make the 
details clear to you. As in the case of series con- 
nection, no tools other than a pair of pliers are 
necessary. 


Pointers on Buying and Selling Dry Cells 


There is a wide range of difference in the ampere 
readings of dry cells. This should be taken into 
consideration and the jobber should be requested to 
furnish you with cells of similar amperage. Test 
the stock as it comes in and arrange it so that cells 
of similar ampere reading are together. This will 
prove of immense advantage when you are called 
upon to connect a series, as the amperage of all the 


Dry cells, showing method of connecting, in a series of 
four 





cells in a series will drop to that of the lowest in 
the chain. For this reason it is good policy to ad- 
vise customers never to connect a new cell to an 
old one. It will pay them to install an entirely new 
series in which the ampere readings of the individ- 
ual cells are uniform. This will naturally increase 
your sales. The extra cost will soon be forgotten 
by the customer, but the satisfaction of owning an 
efficient battery will stay with him. It is said that 
the best advertisement is the wagging tongue of a 
satisfied customer. It is up to you to create satis- 
faction and start the tongues wagging your way. 

In conclusion, let me reiterate these few simple 
rules: 

Buy often and in small quantities. 

Store your dry cell stock in a cool, dry place. 

Strive to sell a complete outfit to every customer 
who calls for a single cell. 

There is a good profit to be derived from the sale 
of dry cells, and the demand is an ever increasing 
one. Get your ear to the ground and meet the de- 
mand half way. Be the battery expert of your town. 
It only requires a little initiative, some study, and 
the exercise of sound common sense. You have the 
requisites close at hand. 

Are you game for a trial? 


Heavy Hardware Association to 
Meet in Pittsburgh 


OCAL committees at Pittsburgh are making ex- 

tensive preparations for the entertainment of 
the delegates to the convention of the American 
Iron, Steel and Heavy Hardware Association, head- 
quarters in New York, to be held in the William 
Penn Hotel on May 24, 25 and 26. 


The Only Obstacles 


§ hagree only insurmountable obstacles in the way of 
complete reformation of humanity are human 
beings.—The Annalist. 


W. I. Baker Celebrates Golden 
Anniversary 


W I. BAKER, president of the Albany Hardware 
* & Iron Company, Albany, N. Y., recently 
celebrated the fiftieth anniversary of his identifica- 
tion with the hardware business. When Mr. Baker 
entered his office the other day he found his desk 
decorated with flowers, and a cane from the em- 
ployees of the company. 

The cane was inscribed “To Our President, 50 
Years a Hardware Man, April 26, 1916. From the 
Employees of the Albany Hardware & Iron Com- 
pany.” 

An incident which indicates changes in the busi- 
ness was told by William J. Thompson, a well-known 
Albanian. He said: “In 1872 I was employed by 
W. H. Sample, 20 Beaver Street. Mr. Baker was 
working for L. Pruyn & Son on State Street. I 
used to go over and ask for two sheets of steel bars 
and Baker would cut it for me with a chisel. Then 
Mr. Sample would make skates out of it. Just 
imagine anyone buying 2 ft. of steel to-day?” 

Many improvements have been made since Mr. 
Baker has been at the head of the company. The 
store has been altered extensively and to-day it is 
one of the finest hardware stores in the State. A 
complete line of all hardware articles is always on 
hand. 


Lawn Mower Prices Advance 


W* learn that there has been a general advance 
in lawn mowers of from 15 per cent to 25 per 
cent. The cheaper models, many of which were sold 
by the makers at a price which confessedly did not 
cover the cost of manufacturing, have been practi- 
cally unobtainable at any price, and the difficulty in 
obtaining materials has caused a scarcity in the me- 
dium and higher grades. The advances in the cost 
of material, ranging from 50 to 250 per cent, would 
seem to warrant an increase in the selling price 
more nearly in accord with other lines of hard- 
ware, and it is safe to say that the present prices 
will look cheap enough by comparison with what 
manufacturers will be obliged to ask for 1917 ship- 
ments. The increased price has not been of much 
benefit to the manufacturers, as it comes after nine- 
tenths of the season’s production has been placed in 
the hands of the distributor and dealer, and we 
learn that the present prices do not cover the in- 
creased cost of production. Reports from the vari- 
ous makers indicate that they are making partial 
shipments on late specifications, but many well- 
known and favored brands are subject to a delay of 
from two to four weeks. 


Oklahoma Firm Still Growing 


J. PETTEE has lately started on his twenty- 
¢ eighth year as head of W. J. Pettee & Co., 
Oklahoma City, Okla., with the same management, 
the same name and the same ownership as the first 
day of the firm’s existence. In 1889 the first carload 
of hardware was shipped from Kansas, and moved 
to a rough shack on Main Street. A few days later 
the store was moved to a portable building on West 
Main Street. Within a short time it was found 
necessary to enlarge the space and the store was 
removed to a one-story building, the present site, 
at 121-123 West Main Street. The five-story struc- 
ture they now occupy houses more than a hardware 
stock as it is usually known. Their stock comprises 
so many lines that it is really an up-to-date depart- 
ment store. 
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Hitting the Pipe for Fixtures 


oo the pipe is not generally accepted as 

a proper pastime for the legitimate hardware 
dealer, but when the pipe happens to be of the gal- 
vanized variety and the results are store fixtures, 
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Chain rack of galvanized iron, a useful fixture in 
the Newell store 


even the most radical reformer has no basis for 
complaint. Frank S. Newell of Hastings, Minn., 
comes under the class of pipe hitters whose after- 
maths are convenient and attractive display fixtures 
for the unhandy items of the hardware stock. 


A Handy Rack for Displaying Chain 


Chain is one of the most difficult of all hardware 
items to display attractively. It simply refuses to 
lie comfortably on a shelf, and in a show case it 
resembles an elephant in a bird cage. 

Mr. Newell has solved the chain display problem 
through the medium of a home-made display rack 
of galvanized pipe. It consists of a 3-ft. piece of 
pipe, fastened to the floor with a plate, and a cross- 
bar drilled and set with 60d. spikes, on which the 
chain is hung. This fixture is placed in front of one 
of the rear counters where it occupies very little 
floor space. The chain is always convenient for 
inspection and the trimmed rack is really attractive. 
This simple device has almost doubled the sale of 
chain in Newell’s store. 


A Rack Suspended from the Ceiling Handles Lantern 
Stock 


Long ago Newell discovered that lanterns were 
unhandy items to display properly. A few dozen 
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Another Newell fixture, a ceiling rack for buck saws 


lanterns would take up a section of shelving all out 
of proportion to the importance of the line. He took 
a look over the store anc came to the decision that 
the ceiling was not doing its share of the display 
work. He concluded to give it a chance at the 
lantern burden. The cut accompanying this article 
shows the results of his idea. The fixture consists 
of two T-shaped standards of galvanized pipe at- 
tached to the ceiling with floor plates. They are 
stationed about 6 ft. apart and the cross-arms are 
strung with heavy wire, just as a clothes line is 
strung. On these wires the lanterns are hung by 
means of metal hooks. When well-trimmed it forms 
an attractive fixture, and the lanterns are easily 
removed or replaced by means of a pole equipped 
with a lifting hook. In Newell’s store it has proved 
a convenient and valuable device for handling the 
lantern stock. 


A Simple and Practical Method of Displaying Buck 
Saws 


The lantern idea proved so practical that when 
the question of displaying buck saws came up, 
Newell again turned his eyes toward the ceiling. 
This time he constructed a rectangular frame of 
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Ceiling rack for lanterns, used by Frank S. Newell 


pipe, which he suspended from the ceiling by means 
of four uprights. The longer sides of the rectangle 
were drilled and fitted with metal hooks, on which 
the saws were hung as illustrated. With this fixture 
the handles of the saws may be easily reached from 
the floor. A rack of this kind 6 ft. in length will 
easily accommodate a dozen unwieldy buck saws. 
In Newell’s store it has increased sales and made 
an unattractive line appear to advantage. 

Mr. Newell has stopped at this. He has not at- 
tempted to make his ceiling a hanging garden for 
freak stock. He has merely utilized a portion of it 
in a manner that does not detract from the general 
attractive appearance of his store. The idea is one 
that can be employed to advantage by others who 
are confronted with the same-problems. 

There is something besides day dreams to be de- 
rived from hitting the pipe, provided you pass up 
the “hop” and hit the right sort of pipe. Mr. 
Newell has discovered convenient and attractive 
methods of displaying unhandy stock. 


THE UNITED STATES LocK & HARDWARE COMPANY, 
manufacturer of padlocks, staple hardware and cast- 
ings, Columbia, Pa., has purchased adjoining land and 
to take care of increased demands will erect next fall 
an additional building, 75 x 120 ft., to be used for the 
manufacture of its regular line of hardware. C. G. 
Sauer is treasurer. 
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A Hardware Sporting Goods Store 






The Graves Hardware Company, Springfield, Mass., Installs a New Depart- 
ment of Supplies for the Athlete and the Sportsman 


By T. E. LEONARD 
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When the sporting goods department was installed on the second floor this display helped to call the attention of 
the public to this new feature 


a Springfield—if it be so inclined. But a 

very few of them are inclined to boast so 
loudly—or perhaps have so much reason for boast- 
ing—as Massachusetts has of her Springfield. It is 
known as one of the prettiest and most prosperous 
cities in New England. The people of Springfield 
naturally believe that it wins all honors in this re- 
spect, but were we to come out flatly with any such 
statement we should have down upon us the resi- 
dents of several other New England cities that lay a 
claim to beauty and prosperity. Let it suffice to 
say that Springfield is recognized even by its rivals 
as a good place in which to work, a fine locality in 
which to live, and a most excellent city in which to 
play. It is with the last mentioned feature that 
our story is especially concerned, though the other 
two have made it possible. 

Nearly every factory in this city and its vicinity 
—and there are a lot of them—has one or two 
baseball teams. There is a factory baseball league 
that provides lively interest for Saturday after- 
noons, and in addition to this there is a keen rivalry 
between the clubs outside the league. There are 


N 2 son every State in the Union can boast of 


many schools and several colleges in Springfield or 
within a few miles of it, several golf clubs and a 
large number of fine municipally-owned tennis 
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courts—and—softly now—in the days when the 
“Connecticut League” flourished, Springfield had a 
real professional baseball team. Because Spring- 
field is such a good place in which to live and work 
it is unusually prosperous and the number of hunt- 
ers and fishermen to the square mile is a little short 
of remarkable. 

From these facts it would seem Springfield was 
wide open for an up-to-date sporting goods store. 
So it was until a short time ago. Some attempt had 
been made to close this opening, but it was not 
finally filled until the Graves Hardware Company 
recently opened a complete sporting goods store on 
the second floor of its Main Street building. 


Bringing Up the Customers 


Installing a department on the second floor of a 
store is comparatively simple compared with the 
task of inducing customers to go up there. Espe- 
cially is the proposition difficult if the entire de- 
partment is allowed to stay up stairs—and if the 
only attempts at display are made on the floor on 
which the department is located. 

No special efforts were made to give publicity to 
this new feature of the store until the department 
was complete. Then a well-written advertisement 
and a news item appeared in the Springfield papers 
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featuring this new sporting goods store. And in 
all the newspaper announcements and in all the 
special advertising, in the form of letters sent to 
prospects and in circulars prepared for the occa- 
sion, the idea of completeness was allowed to pre- 
dominate. 

At the time of the opening, both show windows 
were given over to sporting goods, one devoted en- 
tirely to baseball supplies and the other covering a 
range from golf balls to bicycles and dumb bells. 
Great care was taken in arranging these windows to 
prevent crowding and at the same time to show that 
the department had such a complete line that it 
could meet practically any need. A plain card was 
used to call attention to the location of the new de- 
partment. But the publicity did not—nor does it 
now—end there. 

Stepping inside the store one of the first objects 
to meet the eye is a handsome well-lighted show case 
that helps to drive home the story that the windows 
have told. This case is really part of the sporting 
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where goods in original boxes are kept. In front 
of the shelving are counters and display tables on 
which also seasonable goods are prominently dis- 
played. Near the windows is an open space where 
rowing machines can be tested and where one can 
swing Indian clubs and dumb bells. 


A Shoe Department 


This sporting goods section has its own depart- 
ments. One which is a trifle unusual though none 
the less fitting for a hardware store, is that given 
over to shoes. It was in speaking of this depart- 
ment that F. E. Carlisle, the proprietor of the store, 
became most enthusiastic. 

“We have undertaken,” he said, “to give this 
city something that it has never had and has always 
needed, a real sporting goods store with complete 
up-to-date stocks and modern methods. 

“We waited until we could do this thing the way 
it should be done, in a way that would leave no 
cause for complaint because of failure to meet con- 
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In the foreground is the net for golf practice and the racks for the stock of golf clubs. 


In the rear is the shoe 


department with the bench and stools for fitting 


goods store. It is the main floor show window of 
the department. 

And in this case, too, no attempt was made to 
feature one line. That will come later when the 
department is well under way. The aim again is to 
convey the impression of completeness. It was done 
with the use of very little merchandise—but that 
covering a wide variety and very well arranged. 

The basket-ball goal, the golf bags, the tennis 
rackets and the Indian clubs represented different 
lines of sport but they mingled together like good 
friends and helped to balance each other. Another 
card told of the complete sporting goods store on 
the floor above. 


A Leading Sign 


One has but to take his eyes from the show case 
and look down the store to see a big bold sign that 
tells once more that athletic supplies are on the 
second floor. And when he ascends to this floor 
he finds himself in a separate store, new, well 
lighted and attractively arranged. 

A section of Warren wall cases display tennis 
rackets and firearms and in front of this a pair 
of well-trimmed cases are used for the showing 
of seasonable articles. Extending to the rear for 
a distance of about 60 or 70 ft. is open shelving 


ditions. This will give you an idea of what we 
have tried to carry out through the entire sporting 
goods department.” He pulled a box from the shelf, 
and continued, “Here is a pair of tennis shoes for 
$1. They have a good quality rubber sole and a 
fair grade of canvas top. They are worth a dollar 
and there are a lot of people who do not care to 
invest more than that in tennis shoes.” He reached 
for another box. “And here is a pair of golf shoes 
that cost a little more money.” He opened the box 
and took out a pair of fine tan calf low-cut shoes 
with blunt spikes that would have looked well in 
the window of the finest dealer the shoe trade knows. 
“Those shoes sell for $9,’’ Mr. Carlisle went on to 
say. “Our stock comprises shoes for every athletic 
need at almost any price. He is an extremely par- 
ticular customer the man we cannot suit in style 
and quality and price.” 

The shelving of this department is arranged in 
the form of a right angle with seats and stools for 
fitting. The top of the shelving is used for the 
display of shoes and various kinds of sporting 
goods. 

Testing the Golf Sticks 

On the same side as the shoe department is a row 
of racks specially designed to accommodate the 
stock*of golf clubs, and near them a net and a mat 
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One corner of the new sporting goods department of the Graves Hardware Company, Springfield, Mass. 


so that the clubs may be swung and a ball driven 
to test the clubs fully before buying. It is a dull 
hour in the day when some one is not driving into 
the pockets of this net. 

The man in charge of this department was se- 
cured from one of the New York stores of a large 
sporting goods house. A successful sporting goods 
man must be a mixer and an organizer. This man 
is a first-class combination of the two. He has 
already in the short time since the opening of this 
department done some efficient organizing. He is 
making two clubs flourish where but one barely ex- 
isted before, and has started others on ground that 
was considered too barren to be worth cultivating. 
It has taken a lot of hard work, the organization of 
these new clubs and the strengthening of the old 
one, but it has increased to a great extent an always 
great demand for sporting goods. 

The newspapers are another set of valuable allies 


of this department. All news items of local athletic 
events are clipped and carefully followed up. Each 
clipping is pasted on a card with whatever addi- 
tional information can be secured. Any further de- 
velopments are marked on the card, such as the dates 
of club meetings, the time when another call should 
be made, or when any special event is to take place. 
This feature has been the cause of many profitable 
sales. 

This new department has been in existence but 
a short time, but by attention to local events, by 
following closely every prospect for sporting goods 
and by linking the department with good window 
and show case displays on the main floor, and to 
good newspaper advertising it has already proved 
itself a success. A continuance of the progressive 
business methods already used to get this depart- 
ment under way should mean, on an even larger 
scale, a continuation of its success. 














One of the most conspicuous objects on the main floor is this show case of sporting goods. A neat card tells of 


the new department on the floor above 
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Co-operation in Foreign Trade 


1 8 DER the rule for the interpretation of the 
Sherman law laid down in the Standard Oil and 
American Tobacco cases it is difficult to see how that 
law can be regarded as standing in the way of asso- 
ciations of American manufacturers for the purpose 
of developing foreign trade. .The fact is, however, 
that many who would join such associations have 
been deterred lest they bring themselves under the 
condemnation of the anti-trust act. Practically if 
busifiéss men believe such co-operative effort to be 
forbidden it is as harmful as though it were for- 
hidden, for few are disposed these days to take the 
risk of infringing the law against unlawful combi- 
nations. It is .well, therefore, that the Federal 
Trade Commission has formulated a proposed law 
which will remove‘all doubt of the legality of proper 
co-operative effort in the development of trade 
abroad. 

The biggest manufacturers, the Steel Corporation 
and the International Harvester Corporation, for 
instance, are in a position to develop foreign trade 
for themselves. The smaller manufacturers are at 
a disadvantage. They cannot individually assume 
the cost of developing foreign markets. The legali- 
zation of associations for promoting trade abroad 
will help to remove the handicaps under which the 
smaller producers in this country labor when they 
try to extend their sales to foreign markets.—The 
Annalist. 


Big Agricultural Society Organizes 


RGANIZATION of the National Agricultural So- 
ciety was completed at the Biltmore, New York, 
yesterday. 

James Wilson of Iowa, Secretary of Agriculture 
under McKinley, Roosevelt and Taft, was made 
president and Theodore N. Vail, president of the 
American Telephone and Telegraph Company, vice- 
president. Mr. Vail has always been interested in 
agricultural problems, particularly in the education 
of the farm boy. G. Howard Davison, one of the 
founders of the International Livestock Exposition, 
was elected chairman of the Executive Committee.— 
The American. 


Are We the Slaves of Clocks? 


Fa it is proposed to follow in this country the 
example already set by several of Europe’s war- 
ring nations, and to put all our clocks, for the sum- 
mer months, an hour ahead of “standard” time. 

The idea is not such a bad one—it even has the 
merit of promising with plausibility certain advan- 
tages the reality of which most people with more 
or less sincerity would admit. Unlike so many of 
the folk across the water, we have no particular 
reason for the saving of electricity, gas and kero- 
sene that would result from the change, but, so far 
as it would make us get up and go to bed earlier, 
and do more-of our working and playing by day- 
light, it is probably to be commended. Opinions 
differ, however, as to how far that would be. 

It is yet to be proved that a returh to, or toward, 
the hours kept by hens and savages confers any 
ponderable benefits on people in reality or pretense 
civilized. Nocturnal animals are not a bit less 
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healthy than those whose activities are conducted 
in the sunshine, and the extent to which any nation 
uses artificial illumination is a fairly accurate meas- 
ure of its advancement. 

With our clocks as they are, such of us as have 
a passion for seeing sunrises can gratify it without 
breaking any law or even offending the proprieties. 
Thereby, on the contrary, a mysterious merit can 
be acquired in one’s own eyes and in those of his 
neighbors. 

An intelligent Bostonian suggests that the really 
popular thing to do would be to have the clocks an 
hour slow in the earlier morning, and an hour, or 
perhaps two hours, fast in the afternoon. That 
would indeed suit almost everybody except the mem- 
bers of the salary and wage-paying class, and who 
are they to have a word to say about anything ?— 
New York Times. 


Against Fixed Prices 


BE C. HOWE, Executive Secretary of the Na- 
* tional Retail Dry Goods Association, yester- 
day gave out for publication a letter received by the 
association from Marshall Field & Co. opposing the 
so-called Stephens-Ashurst Price Maintenance bill 
now before Congress. The Chieago house’s position, 
as outlined in the letter, was as follows: 

“We are decidedly opposed to the Stephens- 
Ashurst Price Maintenance bill because it is in the 
interest of the manufacturer and contrary to the in- 
terest of the jobber, retailer and consumer. We do 
not think that the manufacturer should be permitted 
to control the price of any article after he has 
parted with the title to the same and has received 
full compensation therefor. 

“He has ample opportunity to obtain a satisfac- 
tory profit while the article remains his property. 
After the title has passed to the jobber or retailer it 
should be within the discretion of such jobber or 
retailer to name the price at which it should be sold. 
We think that it would be unfair to the consumer 
to enact a law which would prevent him from get- 
ting the benefit of such reduced prices as the jobber 
or retailer might otherwise feel inclined to make.” 
—New York Times. 


New Selling Plan for Export Trade 


ASHINGTON.—tThe Federal Trade Commis- 
sion laid before President Wilson to-day its 
bill permitting the use of common selling agencies 
abroad by American exporters and prohibiting un- 
fair competition by the exporters. The President 
asked the commission first to confer with Congres- 
sional leaders. He is said to be anxious that the bill, 
approved by the Department of Justice, be passed 
soon.—The American. 


United States Is Seeking Trade 
Experts 


a United States Government is experiencing 
great difficulty in obtaining competent men to 
find markéts in foreign countries for commercial 
lines mantfactured here. The Bureau of Foreign 
and Domestic Commerce will hold examinations in 
various cities the next month to get desirable men. 
—The American. 
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Ships Vital Need, Says Commission 


ASHINGTON.—A statement was issued re- 

cently by Secretary McAdoo and other mem- 
bers of the United States section of the Interna- 
tional High Commission, which met in Buenos Aires 
last month to consider means to bring closer unity 
among American nations. It says: 

“There is no more vital question affecting our 
commerce with the Latin-American countries than 
that of providing greatly increased shipping facili- 
ties. 

“Without exception in every country we found the 
shipping question uppermost in the minds of gov- 
ernment officials, bankers and business men. Mem- 
bers of the American colonies in the various cities 
sought every opportunity to impress the importance 
of action at the earliest moment to improve condi- 
tions. 

“It was pointed out repeatedly that under the 
normal circumstances preceding the war the opera- 
tion of many lines to European countries for both 
passengers and freight, making the trips in less time 
than steamers plying to the United States, gave 
Europe a great advantage in the sale of merchan- 
dise, not only because of the larger tonnage avail- 
able and quicker service, but because of the larger 
freight rates enjoyed. 

“Representatives of the American business houses 
declared that it would be very difficult to extend 
American trade with such a handicap.”—The Amer- 
ican. 


Large Increase in Total Wages Paid 


ASHINGTON.—Manufacturing industries in 

the United States are spending generally from 

20 to 60 per cent more for wages than a year ago, 
according to a Department of Labor report. 

Much of the increase is accounted for by the addi- 

tional number of men employed, but a considerable 
amount is credited to higher wages. 
- The iron and steel industries lead with a 60.3 per 
cent increase in the amount of wages paid and a 36 
per cent increase in the number of men employed. 
The car building and repairing industry is next with 
a 51 per cent wage increase and a 36 per cent in- 
crease in men employed. Cotton manufacturing, 
alone of the bigger industries, shows only a nominal 
wage increase. 

From February 1 to March 1 the total amount of 
wages in all industries increased from 1 to 7 per 
cent, and the number of men employed at about the 
same ratio.—The American. 


An Unsolvable Unemployment 
Problem 


b  eeernevs complaints are heard everywhere about 
scarcity of labor there has been no noticeable 
decrease in the number of men traveling unlawfully 
over the railroads; and the store box social in the 
middle of the afternoon has lost none of its popular- 
ity, regardless of the opportunities offered by Amer- 
ican industries for earning high wages. On a re- 
cent daylight trip from Toledo to Cincinnati I 
counted 102 able-bodied men riding contrary to law 
on the freight and passenger trains of the Cincin- 
nati, Hamilton & Dayton Railway, while in any 
prosperous community like Dayton, Hamilton, Lima 
or a dozen others, twice this number of men could 
have found steady employment. What is true of the 
labor situation in manufacturing centers is also true 
of farming districts —J. M. Davis, General Man- 
ager, Baltimore & Ohio Lines.—The Annalist. 
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Asks Banks to Bar Sisal Funds 


ASHINGTON.—Cyrus H. McCormick, presi- 
dent of the International Harvester Company, 
admitted to the Senate Agricultural Committee to- 
night that he had told certain banks any aid they 
gave to a banker’s syndicate to buy the sisal out- 
put of Yucatan would be displeasing to the Harves- 
ter Company. 
The banks were the Continental and Commercial 
of Chicago, and the National City of New York. 
Mr. McCormick recounted conversations with 


George M. Reynolds of Chicago, and with Frank A. 


Vanderlip of the National City, concerning the ac- 
tivities of the syndicate. He denied making any 
threats, as had been charged previously in the hear- 
ings, but said he had “given them a great deal more 
information than they had before.” 

The Harvester Company head said he felt him- 
self “in an embarrassing situation” as president of 
the company and as a director of the National City 
Bank.. 

In one conversation with Mr. Reynolds and with 
Levy Mayer, of the Comision Reguladora, Mr. Mc- 
Cormick said the question of a rise in price of sisal 
had come up, and he replied: 

“Our company already has been charged with be- 
ing a monopoly, and we must protect ourselves. Mr. 
Legee (of the Harvester Company) assured me 
nothing was intended which the company would not 
be glad to have explained and investigated.”—The 
American. 


Senate Takes Up Rural Credits Bill 


ASHINGTON.—The Senate recently began con- 

sideration of the long pending rural credits 
bill, to establish farm loan banks. Senator Hollis, 
in charge of the measure, outlined its provisions and 
urged its enactment. 

The bill creates a farm loan board to control a 
system of twelve or more land banks, which would 
make loans to farmers on mortgages, and also a 
series of farm loan associations which would repre- 
sent the farmers in dealings with the banks. 

When Senator Hollis had outlined the bill, it was 
temporarily laid aside, no other Senator being pre- 
pared to speak, and the Senate took up uncontested 
bills on the calendar.—The American. 


Predicts Big Boom in Commerce 
with Central America 


— J. FIELD, president of the Interna- 
tional Bank of Costa Rica, arrived in New 
York recently aboard the United Fruit steamer 
Calamare. 

He said the entire coffee output of Costa Rica 
would be sold this year in the United States instead 
of in Europe. It totals 350,000 bags of the very 
highest grade coffee. Mr. Field believes this only 
the forerunner of a tremendous growth of trade be- 
tween the Central American States and the United 
States.—The American. 


$33,470,000 Leap in British Trade 


ONDON, May 7.—The Board of Trade returns 
for April show imports increased $10,230,000, 
while exports increased $23,240,000. 
Imports of food and chemicals show increases, 
but cotton imports show a decrease of $12,500,000. 
There were increased exports of manufactured 
articles, of which iron and cotton textile products 
show increases of $6,250,000 each.—The American. 
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Obituary 


SELDEN G. NORTH, vice-president of North Bros. Mfg. 
Company, Philadelphia, died at his home in Elkins 
Park, Pa., on Monday, April 24, after a brief illness. 
Mr. North was born in Middletown, Conn., May 14, 
1843. His earlier years during the Civil War were 
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spent in Sharps’ rifle factory, Hartford, Conn., where 
he became a tool maker and expert mechanic. In 1866 
his health having become impaired, Mr. North went 
to Philadelphia and engaged in other than mechanical 
pursuits. In 1870 he returned to Connecticut to take a 
position as secretary of the Higganum Mfg. Company, 
maker of agricultural implements. In 1877 he returned 
to Philadelphia and established himself as a manufac- 
turer of small tools for machinists. In 1880 he was 
joined by his brother, Ralph H. North, and together 
they started a foundry business. This was finally 
developed into the present company, incorporated in 
1887, and S. G. North assumed charge of the manu- 
facturing details of the business. 


E. H. ROBINSON, vice-president and secretary-treas- 
urer of the Robinson Furnace Company, Chicago, IIL, 
died at his home in Wilmette, Ill., Sunday, April 23. 
Mr. Robinson had been prominent in Chicago business 
cireles for over thirty-five years, and was regarded 
as an expert’in his line. His death follows closely that 
of his father, Robert Robertson, which occurred on 
Feb. 5 of this year. E. H. Robinson was born in 
Rochester, N. Y., Nov. 2, 1862. He moved to Chicago 
in the year 1875, and had resided there for the past 
forty-one years. He was prominent in religious circles, 
and was a member of the Rock River Conference at 
the time of his death. As a mark of respect to Mr. 
Robinson’s memory, there will be no immediate election 
of an officer to fill his position in the Robinson Furnace 
Company. For the present all business will be handled 
by three managing directors, with Frank E. Robinson 
as the active member. 


ARTHUR T. STILSON, second vice-president and sales 
manager of the Central Stamping Company, died May 1. 
His career with the Central company is well known 
in the trade by which he was always highly regarded. 
He entered the employ of James, Aikman & Co., in Cliff 
Street, as a boy in 1878, where he rapidly worked his 
way to positions of influence and everywhere established 
an enviable reputation for honorable dealing. When 
in 1885 the firm was merged into the Central Stamp- 
ing Company Mr. Stilson was assigned to an important 
place in the management, becoming later a director and 
one of the officials of the corporation. For some months 
past Mr. Stilson was more or less incapacitated by ill- 
ness which has finally caused his death. 
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Community Idea Editorials 


HE National Retail Hardware Association, Ar- 

gos, Ind., has recently originated a new series 
of editorials for use in local newspapers of asso- 
ciation members. The intention of these editorials 
is to keep constantly before the readers of the local 
dailies or weeklies the fact that the home dealer is 
at least equally well equipped as distant retail 
houses to supply the needs of his community, and 
further that there must be real co-operation by mer- 
chants and other citizens of our villages if the vil- 
lages are to continue to thrive. 

No especial mention is made of hardware in these 
editorials. Because of this they are of general in- 
terest, and editors should welcome them because 
they appeal not only to their subscribers but to an 
equally important factor in their business, the re- 
tail merchants who are their advertisers. 

Proof sheets covering one month’s service have al- 
ready been sent out, and others are being prepared 
for subsequent months. Each one will be different 
and the service will be carried on as long as the 
demand for it continues. 

Members who will take the trouble to furnish 
these articles to their local papers will be supplied 
regularly each month, free of cost, by the National 
Association. 


Cincinnati Men Enjoy Social 
Meeting 


HE Hardware Club of Cincinnati, Ohio, held its 

quarterly meeting and dinner at Germania Hall 
in Covington, Ky., recently. The meeting was pure- 
ly a social one and was called by Secretary E. J. 
Becker, so as to keep the members in close touch 
with each other. Over 65 were present and among 
out-of-town visitors was Joseph Bevis, a hardware 
merchant of Harrison, Ohio. 





Accessory Number Full of Good 


Information 
ELYRIA, OHIO. 


- = 


To the Editor: 

I want to congratulate you on the April 20 | 

issue of HARDWARE AGE. It is full of good in- 

formation and I believe it will be of general in- | 

terest to anyone that has the good fortune to | 
receive a copy of it. Yours very truly, 

THE GARFORD MFG. COMPANY. 
A. V. Overshiner. 











About Thinking 


UPPOSE we become impersonal toward ourselves— 
like the Irish drill sergeant who told his awkward 
squad, “Step out here and look at yourselves!” 

Suppose we were someone else—what would we think 
about ourselves? 

Often we have very definite ideas of what we think 
about others. 

An anecdote is told of Mr. Choate when he was Am- 
bassador to Great Britain. The conversation at a 
dinner party turned to the subject of reincarnation, 
and Mr. Choate was asked what avatar he would prefer 
to become again, to which he gallantly replied, “Mrs. 
Choate’s second husband!” (With British obtuseness, 
it is said, a peeress inquired, “Who is Mrs. Choate’s 
present husband?”’) 

It is to be hoped that every husband can pay such 
a tribute to his wife, but possibly the wife’s choice 
might be different! 

Would we care to be ourselves again? 
°“Tt is for want of thinking that most men are un- 
done.”—The Telephone Review, N. Y. 
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Teaching Business in Colleges 


the truth that this is pre-eminently a 

commercial age than the widespread 
effort by the leading colleges and universities 
of the country to teach business methods as 
a part of their regular curriculum. Until 
recently there prevailed in commercial cir- 
cles the antiquated belief that business ways 
could be learned by experience only, and by 
that main strength and awkwardness which 
comes of long years of contact with hard, un- 
compromising facts. When in the course of 
the rapid ‘business expansion of the last 
quarter of .a century it became evident that 
commercial life in this country was a thing 
of international as well as national moment, 
then it was seen that it needed a wider field 
both of vision and analysis than was to be 
had by merely years of experience unsupple- 
mented by special training and education. In 
every large business concern to-day there is 
crying need for young men with trained in- 
tellects, capable of analyzing and under- 
standing the constant new problems that 
arise in commercial life. Inefficiency and 
lack of mental discipline go hand in hand, 
and the incompetent employee is usually the 
one most lacking in intelligence and educa- 
tion. 


i kere is no more striking example of 


Likewise, save in menial and unimportant 
positions, he is the most expensive, because 
of the inadequate results he produces. It 
was long ago perceived that special educa- 
tion was needed for the professions, but it 
took a much longer time to drive home the 
truth that it was equally desirable both in 
the trades and in the business world. 


Naturally, to the economic departments of 
the colleges and universities fell the lot of 
undertaking the education of young men for 
business life. The trouble was, and still is, 
that much of the economic teaching of the 
colleges and the universities is based largely 
on text-book theories of the past, and has 
small relation to the actual economic condi- 
tions of the day. So it happens that many 
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all 


economists. who have neither personal 
knowledge nor actual observations of the 
business facts of the times are yet taken seri- 
ously and looked upon as authorities. So 
when ‘these same economists added schools 
of commerce to their departments, the kind 
of things that they taught were the ones to 
be expected under the circumstances. They 
were, and too often still are, laborious and 
uninteresting details about currency and ex- 
change, interest, accounting, and the like 
that are rarely necessary for the average 
business man to know in minute detail, and 
are of comparatively small importance to the 
student in his subsequent business career. 


As a matter of fact, there are not half a 
dozen text books on economics to-day which 
the average young man of ordinary intelli- 
gence can study with either profit or advan- 
tage for his future business life. More than 
that, except as an interesting mental exer- 
cise, he probably will not be able to read 
them at all. Fortunately, all economists are 
not of the same bent, and among them there 
is an increasing leaven of those who have 
more regard for the facts of every-day ex- 
perience than for the voice of ancient au- 
thority. 


Obviously, the details of a modern business 
cannot in four years of college be taught the 
same as engineering, carpentry or any voca- 
tional training, since a knowledge of such - 
matters comes only by personal experience. 
The hardware business, for instance, is a 
matter of such infinite detail that it takes 
years to master it. There are, however, 
fundamental problems peculiar to every 
phase of commercial life. Likewise, what is 
most needed by the young man entering 
business is some knowledge of the English 
language and how to use it, and a mind 
trained to carefully study and analyze every 
commercial problem which presents itself. 
This can be done only by getting all the facts 
of the situation and then intelligently draw- 
ing conclusions from these facts as to what 
will happen and what course to pursue. 

For instance, the young man who has been 
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trained to think and use his head will, with 
experience, soon realize that certain weather 
conditions or certain changes in public taste 
have certain effects upon certain lines of 
goods and will act accordingly when he sees 
the effects coming, and not wait till it is too 
late. It is along these lines that one of the 
large Eastern universities has established a 
business school as a part of its activities, 


with the result that its graduates have little - 


difficulty in securing a job, and they gen- 
erally make good.. The university in ques- 
tion is located in a large city, and during the 
two years of their course the students have 
every opportunity to see the practical work- 
ing of business itself, and are given occasion 
to try out the things they are taught. These 
things are the happenings of daily business 


life, not the antiquated theories of the past, 
and each embodies some vital problem com- 
mon to every line of commercial life, such as 
the matter of price maintenance, the value 
of trade-marks, distribution, credits, collec- 
tions, service and the like. 


It is evident to those who have seen the 
working of this plan in this and other uni- 
versities that it embodies the true principles 
upon which business ideas can be success- 
fully taught in colleges. 


Storing Up Labor Trouble 


HE labor troubles of 1916 in the iron 
and steel and metal-working indus- 
tries are as extraordinary as are the 

conditions affecting the demand for the 
products of those industries. From its be- 
ginning the year has been dedicated to 
strikes, and every forecast of iron and steel 
markets has turned on the extent to which 
wage and other labor demands would inter- 
rupt production. In the Youngstown, Ohio, 
district the year came in with strikes at 
blast furnaces and steel works, and with riot- 
ing that destroyed lives and property. In 
the Pittsburgh district May has brought 
mobs and deadly conflict at one steel plant. 
The war spirit has risen as the year has ad- 
vanced, and plant managers have had to face 
constantly the possibility that any day’s de- 
mands would put an end to operations. 


There has been no disputing the claims of 
workers to a share in the unusual prosperity 
that set in in the late summer of last year. 
Wages have been advanced repeatedly. The 
war has made food and other commodities 
higher; that has been one of the ostensible 
reasons. But in the main it has been with 
labor as with steel—a demand greater than 
the supply, and a demand never so impera- 
tive. Two advances and in many cases three 








have been made since the early fall of 1915 


to blast furnace and steel works labor. The 
Steel Corporation’s two 10 per cent advances 
—one effective on Feb. 1 and the other on 
May 1—have been widely published, but at a 
good many plants as much has been done— 
more at some—but with less publicity. What 
the Steel Corporation does can never be kept 
in a corner. 


There has been no concealment of the un- 
paralleled scale of profits in iron, steel and 
machinery manufacture. Never in this gen- 
eration has steel brought such prices. Fear- 
ful at first of the consequences, steel makers 
were disposed to put limits to price advances ; 
but they are now well beyond all that feel- 
ing. Since no such opportunity will come 
again, they must make the most of it. That 
is just the attitude of the workers. Labor is 
in demand as never before, therefore it must 
get all it can. 


The trouble is that that is not a full state- 
ment of the labor position. As though all 
this prosperity could be taken in hand and 
made to do duty ever after, labor union lead- 
ers have set out to get control of the shop, 
believing employers will not dare risk shut- 
downs when earnings are so remarkable. But 
the other side of that statement is the fact 
that many employers are now so fortified by 
months of good earnings that they are more 
ready to stand against unreasonable de- 
mands than they were a year ago. It is 
plainly a situation in which there will be 
little reasoning together and settling by give 
and take. It is a case of let him take who 
can—as near to a war basis as American in- 
dustry has ever come. There is, to be sure, 
a form of conference or of arbitration in the 
major disputes, as of coal miners and rail- 
road men; but the outcome is much the same. 


It need not be argued that there is a reck- 
oning for all this. What has been taken by 
sheer force will be yielded up to the same 
kind of argument. The “victories” for the 
eight-hour day will be followed in time by 
conditions in which employees will be eager 
to get nine-hour jobs. So far as the closed 
shop is concerned, the employers in the 
metal-working trades are strong enough in 
the main to ward off that calamity. They 
are willing to share special prosperity with 
their employees, but not to bind on to their 
business conditions which cannot be shaken 
off when war profits disappear. 


The simple truth is that the country’s man- 
ufacturers and workers in lines which have 
to do with munitions contracts, while seem- 
ing to be prosperous, are storing up untold 
trouble. The war has as really set them at 
variance in many cases as it has set the 
actual belligerents, and there are as certainly 
ahead of them years of painful readjust- 
ments. . 
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Publicity for the Retailer 





A Plan that Beat the Range Peddlers—Featuring the Arrival of New and 
Improved Goods—Opening a New Department with 
Impressive Publicity 

By BURT J. PARIS 


This Ad Kept the Range Peddlers at a Distance 


No. 1 (3 cols. x 14 in.). Not all of you have to 
contend with the migrating range peddlers, but 
those of you who do, know what a pernicious evi! 
range-peddling has come to be. Therefore, we are 
confident you will welcome this plan, which kept the 
peddlers out of the territory of three hardware 
dealers. The peddlers were ready to swoop down 
upon Sheldon, Iowa, and environs and work havoc 
with the trade of reputable dealers. But the deal- 
ers were not caught napping. Jointly, they pre- 
pared this exposé of peddling methods and direct 
challenge to the peddlers. Not only was it given 
a newspaper run, but copies were mailed to every 
farmer in the vicinity of Sheldon. Let R. R. Lub- 
bers of the Lubbers Hardware Company, one of the 
allied dealers, tell the story of results achieved in 
his own words. Mr. Lubbers writes: “The man- 
ager of this outfit has been in the store quite a num- 
ber of times, and he says that although they have 
sold about two cars of these ranges here that 
there were only ten or twelve that were within 
eight miles of our town, the balance were out from 
eight to twenty miles. We have during their cam- 
paign here sold about ten ranges ourselves, and 
both the other hardware stores have done as well; 
so we feel that our efforts were not in vain.” That 
simple statement is an inspiring example of the 
power of retail publicity and co-operation. If cam- 
paigns of this kind were run in different localities 
simultaneously with the peddler’s campaign, there 
would be mighty poor picking for the peddler. 
Hemming in these peddlers with a number of these 
co-operative campaigns is a subject big enough and 
profitable enough to be earnestly considered by 
every dealer interested in any and all ways—on the 
convention platform, by personal visitation and by 
letter. Get together and put such a crimp in the 
peddler that he will turn to other fields that look 
greener. To start the propaganda, we suggest that 
you have your stenographer make copies of this 
ad, together with our comments, and distribute 
them where they will do the most good. This ad 
will get under the skin of any fair-minded citizen, 
and the $1,000 challenge makes every statement 
made in the ad doubly effective. 


New Goods Receive Best Reception Now 
No. 2 (half-page ad). Spring is just a synonym 








TO THE PUBLIC 








In a recent advertisement, of the 
Globe-Postof LeMars, direct attack 
was made on the dealers there by 
the range peddiers who were work- 
ing in that vicinity 
There were some things stated 
which need the careful attention 
of the range buyer before making a 
purchase. 


In the first place the range ped- 
dlers, perhaps the peddlers of the 
Home Comfort ranges, are not 
residents of this vicinity 


Being strangers they are here 
today and gone tomorrow without 
responsibility, they have no repre- 
sentative in this locality to whom 
a purchaser may go for redress in 
the event of trouble or dissatisfac- 
tion 


The local dealers permanently 
located for years t and for years 
to come have built up a_perman- 
ent business, one which is a suc 
cess, and no man ever built up a 
business by TRICKERY, SHORT 
CUTS, or handling INFERIOR 
GOODS. 


There is not a local dealer in 
ranges and stoves whohandles any 
ranges which are not just as repre- 
sented, nor are these ranges. what 
are called “assembled ranges” but 
they are first class, made of the 
very best of materials, heavy, dur- 
able and backed by thedealers and 
manufacturers for just what they 
are said to be 


If the buyer will examine the 
ranges sold by local dealers and 
compare their weight, their capa- 
city, the materials out of which 
they are made, their interior and 
exterior finish, their durability, 
the prices at which the- same are 





$1,000.00 REWARD 


sold, the backing they have, as 
compared to the ranges sold by 
peddlers, there can be only one 
conclusion reached and that is, the 
Ranges sold by the Home dealer 
surpass the ranges sold by ped- 
diers in every way 


We want to do business with the 
people of this locality and we ex- 
pect a moderate profit on. the busi- 
ness we do 


The peddlers are not selling with- 
out a profit, a much larger profit, 
than the local dealer 


Every local dealer makes good 
every warranty he gives and every 
manufacturer of whom he buys 
makes good to him 


The local dealers, their clerks 
and their families are loyal to 
Sheldon and the trade thereof 


Where do the peddlers and 
their families live and where do 
they spend the profits they make 
from the sale of these ranges’ 
Surely not in Sheldon 


The local dealers buy directly 
from the people who manufacture 
their ranges, and buy only from re- 
liable and well established com- 


. panies 


The local dealers treat all their 
customers alike and show prefer- 
ence to no one 


Can you say this of the range 
diers? 


We the undersigned ask you to 
come in and let us talk to you per- 
sonally and show you the ranges 
we haveand we can readily show 
you where it will be to your ad- 
vantage to buy from vour local 
dealer 





“Your Dealers” are ready to meet all fair and truthful competition 
and ever have been, and they are prepared to back their word with 
a forfeit of $1,000.00 if any one of them cannot furnish any buyer of 
a range with a better stove for less money than he will buy from the 
peddlers, if the peddlers will sell at their standard price and “Your 
Dealer” will sell at his standard price. 





Dan O’Kane 





Messer & Braskamp 


R. G. Lubbers Hardware Co. 
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* No. 1—Against this publicity, the peddlers had no 


chance 
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Our Aim is_ Service 














2 New Goods Are Arriving 

We are receiving new goods every day. Goods that are improved in every way. Pro- 
ducts that are built to save labor, make money and to last. Such merchandise as, is 
listed below, staads for the highest quality and when you purchase such goods you 
can feel you have made a good investment. 








Quality is Our Slogan 

















See the New Multi- 
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Rowe’s New Idea 
Hog Oiler 


Light Weight — 
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What You Buy---We 


Joseph Mattes & Son 





For Everybody 
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Stand By 











oe The Home of Reliable Hardware and Implements 


Our Store is the al 














No. 2—New goods that help solve the problems of working and living 


for “change.” As nature blossoms anew so do we, 
in our mode of living, in the things we desire, in 
the articles we purchase. New goods are never so 
welcome as in springtime, be they clothes, foods or 
items of hardware. Joseph Mattes & Son of Ode- 
bolt, Iowa, are alive to this fact, and they are pound- 
ing away on new goods. Here is their latest ad, 
recently sent to us; and an inviting piece of pub- 
licity it is. The heading stirs interest, and the 
lead talk makes one want to go in and look around 
the store. The panel design is an excellent device 
of typography for the strong presentation of five 
articles in one ad. This design is the outcome of 
a suggestion made recently in this department of 
HARDWARE AGE to the Mattes firm. In this con- 
nection, G. H. Mattes of the firm writes us: “I 
wish to say I appreciate how you told me to arrange 
the ad I sent you some time ago so it would be 
more effective. I always think your advice in re- 
gard to advertisements is very helpful.” We ap- 
preciate those words, not merely as praise, but as 
an indication of the fact that the hardware man of 
to-day is scrutinizing his publicity most minutely 
and taking advantage of every suggestion, big or 
little, that will bring greater effectiveness to his 
greatest power for attracting business—mod- 
ern advertising. The illustrations here are ex- 
cellent, the uniform style of type used in heading 
panels assists easy reading, and the text gives the 
whys and wherefores. We think prices ought to be 
quoted on both the clipping machine and the hog 
oiler or at least some reference that would indicate 
reasonable prices. Why not combine the four 
slogans into one something like this: “We give 
SERVICE — sell QUALITY — guarantee SATIS- 
FACTION.” In this one slogan, we think the 
thoughts behind your four slogans would get to the 
reader quicker and with more force. 


Opening a New Department and Impressing the Fact 
Upon the Public 

No. 3 (4 cols. x 10 in.). When the Graves Hard- 

ware Company of Springfield, Mass., decided to 

open a sporting goods department, it took measures 


to make it a real department and not a store corner 
with a scattered assortment of athletic goods. And 
then they took the next important step—they pre- 
sented the department adequately to the people of 
Springfield and vicinity, and here is the initial an- 
nouncement and a newspaper notice (No. 4) that is 
as different from the cut-and-dried reading notice 
as black is from white. Consider the ad. Big 


SPORTING DEPARTMENT. 


Innovation Established by Graves 
Hardware “omopany.- 

In answer to a demand for an up- 
to-date sporting goods store where 
goods for sports of all sorts are avail- 
able in stock at all times, the Graves 
Hardware. Company has inaugurated 
Isuch'a department. The new depart- 
ment is really more than that for an 
expert has been placed in charge and 
the Graves Company will act as dis- 
tributing agent for Spalding Sporting 
Goods for Western Massachusetts. 

Baseballs, uniforms, fishing tackle, 
hunters’ supplies, motors, bicycles, 
footballs, golfing paraphernalia, in fact 
every known “tool” of the sportsman 
and athlete are in stock at all times 
and Charles T. Corlett, the manager, 
is a man of many years’ experience. 
He has been connected with the 
Spalding Company for- more thin 
eight years and was at one time as- 
sistant manager of the Fifth Avenue 
store in New York city, one of the 
largest and best equipped stores in 
the Spalding chain. 

Mr. Corlett will give adviae to any 
and all athletes or spertsmen who de- 
sire equipment of any kind. He has 
already taken the contract for the 
paraphernalia for the City League and 
will outfit several of the teams in uni- 
forms. Dumbbells, chest-weights, tri- 
cycles, fiys, shells, jerseys, running 
trunks, athletic shoes, the Pope bicy- 
cle, equipment for every known sport 
is'in stock and Mr. Corlett will guar- 
antee to equip a gymnasium or a soc- 
cer. team in record time. The formal 
opening of the new department, which 
accupies an entire floor, will take 
place tomorrow and sportsmen and 
athictes are invited to inspect the new 
quarters. 


No, 4—The touch of personality 
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Hardware Age 











We Announce the Opening of Our 


Great Big Athletic Department 
On the Second Floor 


Saturday, April Ist 
The Kind of a Store Springfield Has Required for Years 


With a considerable investment of capital we have secured the Springfield Agency 
for the Spalding Athletic Goods, putting in a contplete line of this well-known make 
in order to be recognized as the “Springfield Homie of Spalding Athletic Goods.” 
This recognition carries with it the special direct service from the Spalding fac- 
tories the same as if the Spalding Branch store was located in this.city, and will 
enable us to supply promptly anything needed in athletic equipment. 


Once you visit our athletic store you will be satisfied to get the 


Spalding Habit and be one of our steady Spalding customers. 
The foilowing departments will be most complete. 





BASEBALL DEPARTMENT 


. SWEATER. DEPARTMENT 





Uniforms, Gloves, Mitts, Masks, 
Bats, Balls, Chest Protectors, Stock- 
ings, ete. 








Sweaters with Roll Collars, V-neck, 
Coat Style, Jerseys with and without 
Neck, Plain and Fancy Stripe, Ath- 
letic Shirts. 








TENNIS DEPARTMENT 


GYMNASIUM. DEPARTMENT 





Presses, Marking Tapes, Court Mark- 
ers and Requisites. 





Racket Cevers, Balls, Nets, Posts, 


Striking Bags, Platferms, Chest 
Weights. Rowing Machines, Swinging 
Rings, Boxing Gloves, Indian Clubs. 
Dumb Bells, Medicine Balls -and 
Eouipment. 











GOLF DEPARTMENT 


SHOE DEPARTMENT 





Clubs, Caddy Bags, Balls, Gloves, 
Hose, Score Books and Accessories. 





Golf, Tennis, Baseball, Running, 
Basketball. Bowling, Gymnasium. 














See Our Spalding Athletic Library on 
Afl Sports—Be Sure and Get a 1916 
Baseball Guide and Record—Keep in 
Touch with Your Favorite Players. 











Bicycles and Sundries. 
Fishing Tackle, Guns. 
Evinrude Motors. 
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No. 3—Making the presentation fit the achievement 


enough. space to demand attention, and effective use 
of its every inch. The story is told pictorially, in 
the margins, as well as by the text. The heading 
gives the facts, and the superiority of the depart- 
ment is forcefully summed up by the line, “The 
kind of a store, etc.” The text emphasizes two im- 
portant points: the prestige of the name Spalding 
and the conduct of the department as a regular 
Spalding branch store. This last fact will make a 
great impression on the sportsmen who value ade- 
quate service and complete stocks. This fact is 
made more apparent by the listing of the depart- 
ments within the department. No one who reads 
the ad can fail to be impressed by two great ad- 
vantages available at the Graves athletic store— 
intelligent service and stocks which meet every de- 
mand. Typographically the ad is highly distinctive, 
and, coupled with the effectiveness of the text, the 
announcement fitly translates the spirit behind the 
establishment of this new store as well as the 


actuality. The newspaper notice compliments the 
ad by injecting the element of personality and per- 
sonal service. Read them both as examples of keen 
retail hardware publicity and file them away against 
the time when you will decide to do something big 
in the sporting goods line. 


A Fine Title Page and a Comprehensive Circular 


No. 5 (434 in. x 734 in.). Hardware dealers are 
constantly improving the appearance of their 
printed matter. HARDWARE AGE believes in good 
printing for the hardware man. To foster this idea, 
we have for years in this department commented 
regularly on good examples of hardware printing. 
And our work has not been in vain, for in the sam- 
ples of hardware printing we are receiving from 
time to time, we note decided improvement in de- 
sign, quality of paper, and in press work. This is 
the title page of a recent circular sent us by 
H. M. Waite Hardware Company, Worcester, Mass., 
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and it illustrates our point exactly. The artistic 
treatment of this page would do credit to an ex- 
perienced typographer. It harmonizes perfectly 
with the thought expressed, and how much more 
forcefully it features the garden supplies depart- 
ment than if it were quickly and thoughtlessly put 
together! Paper of excellent quality in a green tint 
was used for this circular. Again, the use of the 
green tinted paper shows forethought in planning 
the circular to fit the subject. The inside pages 
featured everything in garden supplies and made 
use of an attractive cut, which grouped an assort- 
ment of things essential to gardening and the care 
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No. 5—A title page that is truly artistic 


of the lawn. The Waite Company was inspired in 
the production of this circular by the reproduction 
in HARDWARE AGE, March 9, 1916, of a similar cir- 
cular created by MacCarthy & Harper, Baltimore, 
Md., in which this same attractive cut was used. 
In a letter to us A. A. Parker of the Waite Hard- 
ware Company says in part: “We wish to 
acknowledge the courtesy of MacCarthy & Harper 
in allowing us to use this cut. Also, we wish to 
state how valuable we consider the ‘Publicity for 
the Retailer’ columns of your publication. Were it 
not for these columns we would never have seen 
this cut.” This is a fine illustration of the fellow- 
ship existing between the men who retail hard- 
ware. The circular featured free garden seeds on 
certain days: a 50c. package of seeds with each pur- 
chase of tools amounting to $1 or over. Prices 
were quoted on all items listed, which is far better 
than mere listing. On the back page of the circu- 
lar the scope of the Waite stocks was adequately 
conveyed by a listing of more than fifty lines. We 
think this a most excellent idea. Our only criticism 
is that on this back page a lawn roller was featured 
that should have been used on the two inside pages, 
where all the garden supplies were grouped. 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, May 9, 10, 11, 1916. Grover 
T. Owens, secretary, Little Rock, Ark. 

THE SOUTHEASTERN RETAIL HARDWARE ASSOCIA- 
TION, comprising the Florida, Alabama and Georgia 
retail hardware associations, will hold conventions 
as follows: 

FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Ocala, May 9, 10, 11, 1916. W. L. Harlan, 
secretary, 86 East North Avenue, Atlanta, Ga. 


NATIONAL ASSOCIATION OF AUTOMOBILE ACCES- 
SORY JOBBERS’ CONVENTION, Hot Springs, Va., May 
9, 10, 11, 12, 1916. Headquarters, The Homestead. 
William M. Webster, commissioner, 1813-1818 City 
Hall Square Building, Chicago, III. 


ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Decatur, May 23, 24, 25, 
1916. W.L. Harlan, secretary, 86 East North Ave- 
nue, Atlanta, Ga. 

GEORGIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Savannah, June 6, 7, 8, 1916. 
W. L. Harlan, secretary, 86 East North Avenue, 
Atlanta, Ga. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24, 
25, 26, 1916. Headquarters, the new William Penn 
Hotel. Arthur H. Chamberlain, secretary, Mar- 
bridge Building, New York. 

PANHANDLE HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Amarillo, Tex., May 22, 23, 
24, 1916. L. E. Lyles, secretary-treasurer, Ama- 
rillo, Tex. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chattanooga, Tenn., July 11, 12, 13, 14, 
1916. T. W. Dixon, secretary, Charlotte, N. C. 


Publicity for the Retailer Valuable 


WORCESTER, MASS. 
To the Editor: 

Inclosed herewith is a copy of our spring cir- 
cular. You will no doubt at once recognize the large 
cut of garden tools, as it recently appeared in 
HARDWARE AGE in a reproduction of an advertise- 
ment by MacCarthy & Harper, Baltimore, Md. 

We wish to acknowledge the courtesy of Mac- 
Carthy & Harper in allowing us to use this cut. 
Also we wish to state how valuable we consider the 
“Publicity for the Retailer” columns of your pub- 
lication. Were it not for these columns we would 
never have seen this cut. 

Any criticism of our circular which you may 
care to make will be thoroughly appreciated. 


Very truly, 


H. M. WAITE HARDWARE COMPANY, 
By A. A. Parker. 


THE NorrotK Mrc. ComMPANY, Norfolk, Conn., has 
been incorporated by H. H. Denney, president; P. H. 
Quinlan, vice-president; and George E. Quinn, and will 
erect a two-story factory, 50 x 100 ft., to be ready next 
fall. The three incorporators were formerly foremen 
for the Colt’s Patent Firearms Company, Hartford, 
Conn. It will manufacture a double-bar steel clamp, 
hand screws and vises. 
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Trade Conditions and Iron, Steel and Hardware Prices 





The predominating feature in the steel 
trade in the past week was the May 1 labor 
troubles, which developed in nearly all man- 
ufacturing centers all over the country. In 
Pittsburgh the situation for a time was very 
| serious, but has quieted down a good deal, 
and it is believed now much of the trouble is 
over, but many of the plants involved are 
still idle and likely to be for some time. 

Reports regarding conditions in the hard- 
ware trade could not be better, and indicate 
that the volume of business is probably the 
heaviest ever known in hardware history. 
Jobbers are taking in goods as fast as they 
can get them, and they are moving out about 
as fast to the retail trade and large con- 
sumers. The heavy successive advances in 
prices have resulted in some jobbers being 





MARKET SUMMARY FOR THE BUSY READER 


able to make very large profits on goods 
which they put in stock some time ago when 
prices were much lower than they are now. 
Retailers have also benefited in this direc- 
tion by laying in as large stocks of goods as 
they could and selling them at heavy ad- 
vances over cost. Traveling men are send- 
ing in heavy orders for nearly all hardware 
goods, except wire fencing and a few other 
lines on which prices are abnormally high, 
with the result that demand has been cur- 
tailed. Some jobbing houses are working a 
night force to get goods ready for shipments, 
and present active conditions are expected 
to last for some months. Collections are re- 
ported good, and there seems to be an abun- 
dance of money available for all legitimate 
projects. 








PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, May 9, 1916. 

HE predominating feature in the steel trade in the 

past week was the May 1 labor troubles, which 
ceveloped in nearly all manufacturing centers all over 
the country. In Pittsburgh the situation for a time was 
very serious, but has quieted down a good deal and it is 
believed now much of the trouble is over, but many of 
the plants involved are still idle and likely to be for 
some time. The chief strike in this district involves 
all the plants of the Westinghouse Companies, these 
including the Westinghouse Air Brake Company at 
Wilmerding, the Westinghouse Electric & Mfg. Com- 
pany, Westinghouse Machine Company and the Pitts- 
burgh Meter Company at East Pittsburgh, the Union 
Switch & Signal Company at Swissdale, Pa., and the 
R. D. Nuttall Company in Pittsburgh. All these plants 
are closed down tight, and it is estimated over 32,000 
men are idle. It is said the strike was agitated by lead- 
ers of the American Federation of Labor, and that 75 
per cent or more of the men who are now idle had no 
grievances whatever, wanted to continue at work, but 
could not do so on account of strikes in some depart- 
ments, which shut off supplies of material for other 
parts of the plant. The shutting down of other works 
was precautionary, being done for the purpose of pro- 
tecting the men and also from any possible damage that 
might be done to the plants. In the middle of last 
week a large body of strikers marched from East Pitts- 
burgh (east on the Pennsylvania Railroad) and made 
an attack on the large Edgar Thomson steel works of 
the Carnegie Steel Company at Bessemer, Pa. This 
attack of the strikers was repulsed by armed guards 
located at the works and a riot ensued, three men 
being killed and about thirty others more or less in- 
jured. Strikers also tore down a fence surrounding 
the structural steel plant of the McClintic-Marshall 
Company at Rankin, Pa., and this concern was com- 
pelled to shut down its works and send its men home 
for fear injury would be done to them. The situa- 
tion was so serious that the local authorities feared 
they would not be able to cope with it, with the result 
that the National Guard of Pennsylvania was called 
out and is now guarding the plants in the Turtle Creek 
and Monongahela Valleys. However, there are pros- 
pects that the trouble at the various Westinghouse 
works will be settled in a short time, as steps are under 
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way to arbitrate the matters in dispute and a start 
on this will likely be made this week. 

The machinists in the employ of the various West- 
inghouse Companies demand an 8-hr. day with a mini- 
mum wage of 50c. per hour, but nearly all the ma- 
chine shop owners in the Pittsburgh district have 
signed a statement that an 8-hr day in Pittsburgh. is 
impossible and will not be granted. There were very 
few strikes in the large steel plants on May 1, for the 
reason that a general advance of 10 per cent in wages 
went into effect on that date. Labor troubles are the 
most serious matter that now confronts the steel trade, 
and there is no denying the fact that there is a good 
deal of unrest among labor and will likely be for some 
time. Men who do not understand the situation read 
reports in the daily press and elsewhere of the ener- 
mous profits being made by their employers, these re- 
ports often being greatly exaggerated, and they make 
up their minds that they are not getting enough wages 
and promptly make trouble and go on strike. However, 
it is believed that the worst of the trouble is over and 
that in a week or two most of the plants in the Pitts- 
burgh district that are idle on account of strikes will 
be in.operation again. 

Figures on pig iron production for April, printed 
recently, show that in the 30 days in April the output 
of pig iron in the entire United States was 3,227,768 
tons, about 110,000 tons less than in March, which had 
31 days. Some blast furnaces are working poorly, due 
to thin linings that will soon have to be renewed. On 
May 1 there were 322 furnaces in blast, against 316 
on April 1. Pig iron is now being made in this country 
at the rate of about 40,000,000 tons a year, and it is not 
believed this output can be very much increased. On 
the contrary, it may be reduced, for it is known that 
quite a number of blast furnaces are badly in need of 
repairs and would have been put out before this had it 
not been for the enormous demand for pig iron. 

New buying of rails still keeps up, orders booked 
lately including 25,000 tons for the Erie, 10,000 tons 
for the Bessemer & Lake Erie and 18,000 tons for the 
Norfolk & Western. The total orders placed for rails 
in the past week are put at about 150,000 tons. Canada 
is in the market for 30,000 tons of rails, and the order 
of the Pere Marquette, 15,000 tons, was taken by the 
Algoma Steel Company of Canada. 

elt was thought several’ weeks ago that advances in 





















































May 11, 1916 


prices were about at an end, but this has proved not to 
be the case. In addition to the advance of $2 on wire 
nails and $4 a ton on galvanized wire, oil country goods 
have been advanced $4 to $6 a ton, iron bars $2 a ton 
and splice bars, $3 to $5 a ton, or to 2c. per lb. Pitts- 
burgh. 

Manufacturers of steel plates are reaping enormous 
profits, especially those mills that are in position to 
make prompt deliveries. Lately steel plates for ship- 
ment to Japan and to the Pacific coast were sold by 
Chicago mills on the basis of 4c. per lb., Pittsburgh. 
The rate from Pittsburgh to the coast on steel plates is 
65c., so that these plates will cost the buyers very close 
to 5c. per lb. delivered. 

The pig iron markets are relatively quiet and prices 
are holding fairly steady. The Cambria Steel Company 
at Johnstown, Pa., has been a buyer of Bessemer iron 
to the extent of 25,000 to 30,000 tons, but other large 
consumers are reported as covered for practically re- 
mainder of the year and the pig iron market is ex- 
pected to be quiet over the next two or three months. 

Reports regarding conditions in the hardware trade 
could not be better, and indicate that the volume of 
business is probably the heaviest ever known in hard- 
ware history. Jobbers are taking in goods as fast as 
they can get them, and they are moving out about as fast 
to the retail trade and large consumers. The heavy 
successive advances in prices have resulted in some 
jobbers being able to make very large profits on goods 
which they put in stock some time ago when prices were 
much lower than they are now. Retailers have also 
benefited in this direction by laying in as large stocks 
of goods as they could and selling them at heavy ad- 
vances over cost. Traveling men are sending in heavy 
orders for nearly all hardware goods, except wire fenc- 
ing and a few other lines on which prices are abnor- 
mally high, with the result that demand has been cur- 
tailed. Some jobbing houses are working a night force 
to get goods ready for shipments, and present active 
conditions are expected to last for some months. Col- 
lections are reported good and there seems to be an 
abundance of money available for all iegitimate 
projects. 


WIRE NAILS.—Mills report that orders are being 
placed freely for wire nails at the advanced price of 
$2.50 per keg, which went into effect on Monday, May 10, 
noted in this report last week. It is very evident that 
stocks of wire nails in hands of jobbers are not heavy, 
and also that the jobbers and retailers apprehend still 
higher prices and are willing to place orders freely and 
accumulate as large stocks as they can. Mills report 
specifications heavy and shipments of nails in May made 
a new record. The new prices carloads to jobbers, f.o.b. 
Pittsburgh, with the usual differentials for less than 
carloads to jobbers and carloads to retailers, are as 
follows: 


Wire nails in large lots to jobbers, $2.50 base; in carload 
lots to retailers, $2.55 base; less than carload lots, $2.60 to 
$2.65; galvanized nails, 1 in. and larger, $2 extra; shorter 
than 1 in., $2.50 extra. 


CuT NAILs.—As yet no further advance in prices of 
cut nails has been made by the mills, but in view of the 
10-cent advance in wire nails higher prices on cut nails 
are looked for in the near future. The demand is re- 
ported heavy and cut-nail mills are shipping their 
output as fast as made. Prices are very firm and notice 
of an advance is likely to be sent out at any time. 


We now quote cut nails at $2.60 to $2.65 per keg in carloads 
and larger lots to jobbers; carloads to retailers, $2.65 to $2.70 
f.o.b. Pittsburgh, terms 60 days net, or 2 per cent off for cash 
in 10 days, freight added to point of delivery. 


BARB WIRE.—The new demand is heavy and mills have 
their output sold up for three or four months ahead. It 
is said the American Steel & Wire Company has recently 
taken orders for 30,000 tons or more of barb wire for 
export, most of this wire to be made in mills at Allen- 
town, Pa. The domestic demand for barb wire has 
fallen off considerably, due to the high prices ruling, and 
this has allowed domestic makers to take on more export 
orders. On account of these large export sales, orders 
and specifications for barb wire in April taken by lead- 
ing makers were nearly as heavy as they were in March 
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and shipments were also very heavy. Prices are strong 
and the advances, which went into effect on May 1, are 
firmly held. 


Prices quoted by the mills to the large trade only, on 
which shipment would probably not be made for three or 
four months, are as follows: Plain annealed wire, $2.45; Gel 
vanized barb wire fence staples, $3.35; painted barb . 
$2.65; polished fence staples, $2.65: cement coated nails, 
$2.30 base, all f.o.b. Pittsburgh, with freight added to point 
= a terms 60 days, net, less 2 per cent off for cash in 


FENCE WIRE.—Mills report demand fairly heavy and 
specifications against contracts very active. It is said 
that in a good many sections farmers are not placing 
orders for woven wire fencing on account of the high 
prices, but the steel which would have gone into this 
wire is being made up into other products, for which 
there is heavy demand at good prices. 


Discounts on woven wire fencing are now quoted at 61 
per cent off list for carload lots; 60% per cent for 1000-ro 
lots, and 59% per cent for small lots, f.o.b. Pittsburgh. 


TIN PLATE.—There never was a time in the history 
of the tin plate trade when the demand was so heavy 
as it is at present, and at such high prices. A sale of 
20,000 boxes of tin plate for export was made recently 
at $5.50 per base box at mill, and another large sale 
of about 30,000 boxes was made for export to India. 
Specifications against domestic contracts are very heavy 
and several of the larger makers of tin plate say their 
output is sold up to October. Makers report shipments 
of tin bars very unsatisfactory, and this is still holding 
down output of tin plate to some extent, many of the 
mills doing little on Saturdays. It is predicted that 
tin plate will be $6 or higher per base box by July 1. 


We now quote tin plate from stock at $5.25 to $5.50 per 
base box, prices depending on sizes, quantity and deliveries 
wanted. We quote 8-lb. coated ternes at $7.75 per 200 Ib., 
and $8 to $8.25 for 214-Ib., all f.0.b. maker’s mill, Pittsburgh. 


IRON AND STEEL BarRs.—Mills report demand for iron 
and steel bars very active, specifications against con- 
tracts are heavy and on steel bars, the larger makers 
are practically sold up for remainder of this year and 
have some contracts on their books from implement 
makers for delivery in first quarter of 1917. It is very 
evident that mills making iron and steel bars will run 
to full capacity over the entire year. Prices are very 
strong, and likely to be higher. 


We now quote steel bars at 2.60c. to 2.75c. for delivery 
in third and fourth quarters, and 3c. to 3.25c. for delivery in 
four to six weeks. Prices from warehouse in small lots for 
prompt shipment are 3.50c. and higher. We quote refined 
iron bars at 2.50c. to 2.60c., and railroad test bars, 2.60c. to 
2.70c. in carloads, all f.o.b. mill, Pittsburgh. 


NUTS AND Bo.tts.—Another advance of at least 10 
per cent and possibly more is looked for in nuts and 
bolts this week. Several makers are quoting higher 
than the regular prices and say they have little trouble 
in booking orders. Deliveries of steel from the mills 
are still unsatisfactory and are keeping down output 
of nuts and bolts to some extent. Discounts in effect 
from April 20, and which the makers advise us are for 
prompt acceptance only, are as follows: 


Carriage bolts, small, rolled thread, 50 and 10 and 5 per 
cent; small, cut thread, 50 and 5 per cent; large, 40 and 5 
per cent. 

Machine bolts with h. p. nuts, small, rolled thread, 50 and 
10 and 10 per cent; small cut thread, 50 and 10 per cent; 
large, 40 and 10 and 5 per cent. 

Machine bolts with c. p. c. and t. nuts, small, 50 per cent; 
large, 35 and 10 per cent. Blank bolts, 40 and 10 and 5 per 
cent. Bolt ends with h. p. nuts, 40 and 10 and 5 per cent. 
Bolt ends with c. p. nuts, 35 and 10 per cent. Rough stud 
bolts, 20 per cent. Lag screws (cone or gimlet point), 60 
per cent. Forged set screws and tap bolts, 15 per cent. Cup 
and round point set screws, case hardened, 60 per cent. 
Square and hexagon head cap screws, 55 per cent. Fiat, but- 
ton, round or fillister head cap screws, 35 per cent. H. p. sq. 
nuts, tapped or blank, 2.90 off list; hex., 2.90 off list. C. p. c. 
and t. sq. nuts, tapped or blank, 2.60 off list; c. p. c. and t. 
hex., 3.00 off list. Semi-finished hex. nuts, 60 and 10 per cent. 
Finished and case hardened nuts, 60 and 10 per cent. Rivets 
7/16 in. diameter and smaller, 45 and 10 and 10 per cent. 

Delivered in lots of 300 Ib. or more where the actual freight 
rate does not exceed 20c. per 100 Ib. Terms 30 days net or 1 
per cent for cash in 10 days. 

Rivets % in. diameter and larger for immediate shipment 
and contract up to and including September 30, 1916: Struc- 
tural, $3.75 per 100 Ib. base; boiler, $3.85 per 100 Ib. base. 
For fourth quarter 1916: Structural, $4 per 100 lb. base; 
boiler, $4.10 per 100 Ib. base, f.o.b. Pittsburgh. Terms 30 
days net, or % of 1 per cent for cash in 10 days. 
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SHEETS.—A leading Youngstown, Ohio, mill has put 
its minimum price on No. 28 gage black sheets at 3c., 
Pittsburgh, and it is intimated that very soon all other 
mills will be quoting the same price or higher. The 
demand for all. kinds of sheets is very heavy, except 
for light black and galvanized, which is only fairly ac- 
tive. The sheet mills are still having trouble in getting 
prompt deliveries of steel and this is keeping down 
output to some extent. Specifications for sheet and 
tin mill products received by the American Sheet & 
Tin Plate Company and other leading mills in April 
were very heavy and in some case made new records for 
a 30-day month. On blue annealed, electrical and deep 
stamping sheets some mills have their output sold up 
for practically remainder of this year, but on gal- 
vanized and light black sheets some mills can make 
deliveries. Makers’ prices for mill shipment on sheets, 
of U. S. standard gage, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 30 
days net, or 2 per cent cash discount in 10 days from 


date of invoice: 
Blue Annealed Sheets 


Cents per Ib. 
I A I 2 a te pale ok ane 2.85 to 2.95 
> A a A a ee 2.90 to 3.00 
 & » £€: eee ees eae 2.95 to 3.05 
rh sae GE. Eh bi a6 wo WS WAS co 6 oe oc wa yw we 3.00 to 3.10 
SE EE ST oe es ee ee 3.10 to 3.20 


Above prices are for Bessemer stock. For open-hearth 


stock $2: per ton advance is charged. 
Box Annealed Sheets, Cold Rolled 


nS ei ete a 2.65 to 2.70 
Sr nO ok 5. GN Go Z's Sc eb wed able aa 2.70 to 2.75 
MIS ng ond oo pte dl nin se ele ite 2.75 to 2.80 
RANE A pate a oy 2 RP ERB Se ae 2.80 to 2.85 
SIMONE Se Sac wale bad bot abe Cate hee ve weet 2.85 to 2.90 
I ee a ie ei ake de és Wes oak 2.90 to 2.95 
LEE, cee te ws aba ao «be dk a's O66 Ke 3.10 to 3.15 


Above prices are for Bessemer stock. For open-hearth 


stock $2 per ton advance is charged. 
anneee Sheets of Black Sheet Goes 


er eer en es on 6 este ts xeon aniceent to 4.25 
a a a a ate i ain otal 4.10 to 4.35 
ns ee te a wis ema 4.10 to 4.35 
i ee ge BE a he's eae 4.20 to 4.45 
a ee a Po ne eich be oN Ue we's Crashes 4.35 to 4.60 
ne ee ae Sole o's ete 4.55 to 4.80 
Neen ee eT ee Shacks eenecae 4.70 to 4.95 
ee Vib ww wae eleb es beildan 4.85 to 5.10 
a a a ae ct ile 5.00 to 5.25 
AIRES pp TS Mle by aaa I a ee aaa BT 5.15 to 5.40 


Above prices are for Bessemer stock. For open-hearth 


stock $2 per ton advance is charged. 

WROUGHT PiPpE.—The demand for tubular goods of 
all kinds is heavier now than ever before in the history 
of the trade. Most makers of standard pipe have their 


output sold up for three or four months ahead and on- 


locomotive and boiler tubes for practically remainder 
of this year. On seamless steel tubing the leading 
maker is said to be sold up through first half of 1917. 
Last week there was an advance of $2 to $4 a ton on 
iron and steel oil country goods. The following are the 
jobbers’ carload discounts on the Pittsburgh basing 
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N very many of the trades orders are a glut on the 
books, not to mention the business which has been 

refused for a long time, from sheer inability to supply 
the goods within a reasonable period. 

In the regular trade jobbers and others have long 
since ordered liberally, so that from these sources orders 
are not coming in in as large volume as they did by 
any means, but representative manufacturers say they 
do not want any more business this year, much as they 
would like to have it if they could handle it. 

They also say there are plenty of very desirable 
orders to be had at current prices which are much 
higher than those on goods they are already loaded up 
with, but now they are endeavoring to satisfy custom- 
ers with deliveries on their present obligations and see 
little evidence yet of a let up. There are exceptions 
to these conditions in some lines, but generally the 
statement holds good. 

There are other instances where manufacturers say 
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card in effect from April 21, 1916, on black and gal- 
vanized steel and iron pipe, all full weight: 














Butt Weld 
teel Iron 
Inches Black Galv. Inches slack Galv. 
1%, %Y%& and %.... 63 sei i ie Se, aswes 52 1 
Pee eta ooe be U6 67 46 Saka hike ee ee 20 
2 eae 7 50% AR ae 57 33 
% to 1%....... 60 38 
Lap Weld 
Re rye 65 45 AS Cad ok wb te el ¢ 48 26 
Dae Wei Anti os 68 48 DE, Gt ede sass 54 33 
OO eae 65 441, reer ge ae eee 55 34 
a See Baa hs ox 531% ae OP Bs wewcecns 57 37 
aie tetas oars a 51 2 & SS 37 
{= aes 56 36 
Reamed and Drifted 
S FS. exer 68 481% ¥% to 1%, butt.. 55 32 
eee es 63 431, ee ae 43 20 
2% a §, lap.... 66 46% Bek ES ss: oe 6 6 8 49 27 
iy Rn ble deka ork 50 28 
2% to 4, lap 52 31 
Butt Weld, extra strong, plain ends 
%, % and %.... 59 35% | %™ and %... 52 29 
RE Py ere 64 45 Tera | 38 
. ao | Sie ren 68 49% | % to 1%....... 61 40 
i agree 69 50% | 
Lap Weld, extra strong, plain ends 
Re SE S'S rg ee es 63 44% Bs ese avdkvew se 50 28 
2 Rk Pee 66 47% a aa 55 34 
4 DME a nce ok ace 65 RY ED es dE etnie 4 57 37 
Beeiveweide 61 40 ee eee 59 40 
i 6 reer 56 35% ay ree 58 39 
- See 52 33 
| Sear 47 28 
Butt Weld, double extra strong, plain ends 
PSS OPTS S Pee 55 3814 Te es dads ccs eee Me ae 
OP BM ive we er 58 41% %% Be ities s 47 29 
eo Se 60 43% 
Lap Weld, double extra strong, plain ends 
Bc ckis Stawadewe 55 Dee: fc Ree Ltees cea ee ee 44 25 
, k S aa 57 ae ae ere 44 25 
Bat we Wb ease tae 56 391% i ¢ 2 Sar e 46 30 
7 SO Gikevtivuecese 51 30% | 4% to 6........ 45 29 


To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carload, f.o.b. 
Pittsburgh, freight to destination added, on lap-welded 
steel tubes and standard charcoal-iron tubes, effective 
from April 15, 1916, are as follows: 


ae Welded Steel Standard Charcoal Iron 


| 

oo Steels a? ene, ahp igre doo we bt OP I a a ke i 
SO OM BOR. 6s wee a va oe 47 |} 1 is ane Are es 39 

te ES iE ee Cy Sa ree 36 
2% and 2% in........«...80 214 anil 2% iM... eee eees 42 
8 SE 55 3 and 3% in............. 47 
3 to 4 ins dee e ks eaceen Se tf Bo. fk Serer 48 
ee CO US de 4 @ Od We 0 Oh Oe few fF o (SS ene eere ee 41 
as Be ec wia:his dere ® 46 —e 2? yy Ree perme 38 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., and not exceeding 22 ft., 
net extra. 

2 in. and larger, over 22 ft., 


10 per cent 


10 per cent net extra. 


NEW YORK 


that despite heavy past orders current business seems 
to be as large as ordinarily in the spring. 

In foreign shipments the situation is growing worse 
for overseas. What with short tonnage, the various 
embargoes on business for foreign countries, the high 
freights and other deterrent influences on land and 
sea, exporting has become a real problem. 

A leading house has a hundred cases for Scandinavia 
which it succeeded in getting off. One large steamship 
company plying btween New York and the North of 
Europe has had 75 per cent of its big cargo space com- 
mandeered for Government food stuffs going to the 
Netherlands alone, and the available space for miscel- 
laneous merchandise in eight large steamers is really 
only the equivalent of two ships under normal condi- 
tions. 


WirRE Naits.—The general conditions in wire nail 
distribution locally are about the same as they have 
been for several weeks past, but an advance in the 
price was made by jobbers May 1, of 25c. per keg. 
This was necessary because of the increases lately an- 





May 11, 1916 


nounced by the nail manufacturers at different times, 
when no corresponding increase in the jobbing price 
was made. 

Wire nails, in store, effective May 1, were advanced to 
23.10 per keg, and carted by the jobber $3.15 base per keg. 

Cut Naits.—Cut nails are scarcer than ever and 
both stocks and assortments are light and becoming 
more so. 

Cut nails, in store, from the beginning of business May Il, 
have been $3.10 per keg, and delivered by jobbers within 
carting limits $3.15 base per keg. 

WINDOW GLASS.—Business in window glass is quiet- 
ing down, locally, a bit. Salesmen report that much 
construction work has been stopped for one reason 
and another, including strikes and high prices. Some 
buyers are said to be waiting to see whether or not 
there will be a reduction in prices. There was a meet- 
ing of jobbers recently, in eastern territory, at which 
prices then ruling were confirmed, the market being 
very firm here and throughout the country, we are 
advised. 

So far nothing has been decided as to continuing 
factories in blast for two weeks additional beyond the 
usual time, or to the middle of June. A representative 
house receiving two to three cars a week says that 
transportation has improved a little and that now they 
have only seven cars on the way. Window glass is still 
quoted at the following prices: 

Window glass, A, single thick, first three brackets, is 89 per 
cent, and B, single, first three brackets, 90 and 10 per cent 
discount. In all of the remaining brackets A and B single 
thick are 88 per cent, A, double, 89 per cent, and B double, 
90 per cent discount from jobbers’ lists. 

SoLDER.—The market tendency in solder is toward 
advances. The main factor, of course, in half and half 
solder is tin which is still very high. Lead has been 
off a little and is likely to move either way. 

Strictly half and half solder, in small lots, is being quoted 
at 33c. per Ib. 

RoPe.—The prices on Manila hemp rope have been 
advanced lic, base per lb., effective May 1. 

Marker rope, i. e., rope having “markers” or colored 
yarn for distinctive purposes in the strands, has been 
advanced 25c. for each marker yarn, per coil of 1200 


CHIC 


Office of HARDWARE AGE, 
Chicago, May 8, 1916. 


5 ee industrial situation in the Chicago district shows 

no signs of an abatement of demand for merchan- 
dise. Building operations are at a high level and real 
estate seems to be moving freely. Many of the large 
factories are enlarging their plants and making im- 
provements, and flat buildings are springing up all over 
the city and suburbs. 

Labor troubles are still a factor in the industrial 
world. Among the various strikes going on at the 
present time is one which involves the employees of the 
International Harvester Works. Fifteen thousand men 
are said to be involved. Orders for rails and railway 
equipment are still coming in, mainly for delivery at 
some future period. In April the sales of rails alone 
totaled 955,400 tons. The total sales for the year thus 
far amount to 2,373,800 tons. As only 2,672,000 tons 
were sold for the entire year of 1915, the enormity of 
demand is plainly seen. Orders for locomotives placed 
during the first four months of this year were 709 as 
against 374 for the same period in 1915. Most of the 
contracts cover long periods. 

Copper is quoted at from 28%c. to 29%c. in New 
York, based on August delivery. The copper mines are 
said to be drawn on to the limit of production for 
months to come. The demand for pig iron is still very 
heavy, as is also the demand for structural steel. 

Silver has advanced to 77%c. per ounce, where a 
short time ago it was freely quoted at 50c. Building 
construction for Chicago and suburbs shows an increase 
for the month of April of 66.74 per cent over that of 
the same month a year ago. 

Jobbers are reporting a steady volume of business in 
all lines with collections remarkably good. Dealers are 
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ft. or less. In 1500-ft. coils the increase is 50c. per 
marker. 

Some of the leading makers say that their business, 
so far as executing new orders, is simply at a stand- 
still and that they look upon it almost as a “crime” 
because of the amount of desirable trade they are com- 
pelled to turn away; that it is more a question of 
deliveries than price. There are makers also who have 
placed an embargo on trade from any but regular 
customers, as they are unable to handle it. 


Manila rope, first grade, is 19c., second grade 18c., and 
third grade l6c. base per Ib. 


NAVAL STORES.—Naval Stores have declinéd consid- 
erably in price, due mainly to the greatly restricted 
foreign demand and the new crop coming into the pri- 
mary markets. During April turpentine receded about 
$5 per bbl. The average price, for instance, on April 1, 
in a dull Savannah market, was 50c. per gal.; May 1 
the range was 35% to 37%c. per gal. 


Barrels average approximately 51 gal. each, netting a de- 
cline of say $6.50 to $7 per bbl., in spirits of turpentine. 

Rosins, in Savannah, the primary market, April 1 on low 
grades, were $4.80 to $4.85 per bbl. on the basis of 280 Ib. 
per bbl.; on May 1 corresponding grades were $3.75 to $3.95. 
— of rosin, as actually shipped, average about 500 Ib. 
eac 

Turpentine, in yard, is now quoted at 43c. per gal., New 
York, which a little earlier was 4lc. 

Rosins are quiet and there is little Of this product moving. 

Common to good strained, on the basis of 280 lb. per bbl., fs 
$4.40 and D grades $4.45 per bbL 


LINSEED OIL.—There is a good demand for linseed 
oil and the market is steady; this season being the best 
of the year in the painting line. There was a tempo- 
rary weakness in linseed oil about 10 days ago, more 
because of a large resale order than on the merits of 
the general situation. The leading interest says that 
if rates were based entirely on the price of flaxseed 
and what can be obtained from the greatly restricted 
sale of oil cake (especially at this season of the year 
when cattle are turned out to graze), there would be 
no recession of oil prices. However, this condition at 
present is looked upon as transitory. 


Linseed, raw, city brands, card rates, is unchanged at 
S0c. in lots of 5 or more bbl. and 8lc. per gal. in less than 
5 bbl. 

State and Western oil, raw, ranges at 77c. to 78c. per gal., 
according to seller and quantity. 


buying in smaller quantities, but are keeping stock up 
by frequent orders and jobbers are finding a steady de- 
mand for stock that in normal times would be past the 
selling period. 

All wire products are firm at prices quoted and it is 


doubtful if the limit of price for this line has yet been 
reached. 


WIRE NAILs.—The demand for wire nails still con- 
tinues heavy and deliveries in quantity are hard to ob- 
tain. The increase in price noted last week is being 
firmly maintained. The problem of getting stock is a 
greater one than that of price. 

We quote wire nails $2.50 per keg base in carload lots to 
jobbers, f.o.b. Pittsburgh, smaller lots 5c. higher. To re- 
tailers, $2.55 in carload lots, f.o.b. Pittsburgh. Smaller lots 
5e. higher. <As the freight rate from Pittsburgh to Chicago 


is 18.9c., this makes the Chicago price practically $2.69 per 
keg base to jobbers, and $2.74 to retailers in carload lots. 


CuT NaILs.—Cut nails are still in great demand, or- 
ders from the South being particularly heavy. The 
mills are reported to be sold up for several months 
ahead and an advance in price is freely predicted. 


We now quote cut nails at $2.60 to $2.65 per keg in carloads 
and larger lots to jobbers; carloads to retailers, $2.65 to $2.70, 
f.o.b. Pittsburgh, terms 60 days net, or 2 per cent off for cash 
in 10 days, freight added to point of delivery. 


BARB WIRE AND STAPLES.—Prompt deliveries in barb 
wire and staples are difficult to obtain as the mills are 
sold to capacity. The demand has not fallen off to the 
extent predicted and the local consumption is heavy 
despite the high prices. 

We quote painted barb wire: $2.65 per cwt. in carload lots 
to jobbers, f.o.b. Pittsburgh. For smaller lots, 5c. advance. 
In carload lots to retailers $2.70 f.o.b. Pittsburgh. In 


lots, 5c. higher. Galvanized barb wire is quoted $3.35 in 
carload lots to jobbers, and $3.40 to retailers f.o.b. Pitts- 
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burgh. No. 9 plain annealed wire $2.45 in carload lots to 
jobbers, and $2.50 to retailers f.o.b. Pittsburgh. Polished 


fence staples $2.65 per cwt., and galvanized $3.35 per cwt. 
in carload lots to jobbers; $2.70 and $3.40 to retailers, f.o.b. 
Pittsburgh. 


WIRE CLOTH.—Conditions in wire cloth remain un- 
changed. Regular quotations are in some cases issued 
by manufacturers, others preferring to quote only on 
definite specifications. Jobbers’ prices are not uniform 
and are low as compared to those of manufacturers. We 
give as general quotations: 

To jobbers, twelve mesh black wire cloth, $1.30 per 100 sq. 
ft. Fourteen mesh, $1.70. Twelve mesh galvanized wire 
cloth, $1.70 per 100 sq. ft. Fourteen mesh, $1.95. Fourteen 
mesh bronze wire cloth, $6.50 per 100 sq. ft. Jobbers are 
quoting to dealers from $1.30 to $1.35 for 100 sq. ft. for 
twelve mesh black; from $1.70 to $1.75 for fourteen mesh. 
Twelve mesh galvanized from $1.70 to $1.75; fourteen mesh 
from $1.95 to $2.00. Fourteen mesh bronze, $7.00. 

LINSEED O1L.—There is no change in the linseed oil 
situation. The domestic demand is somewhat heavier 
and prices are fairly firm. 

We quote, f.o.b. Chicago, strictly pure, old process linseed 
oil, carloads, raw, 75c.; carloads, boiled, 76c. Five or more 


bbl., raw, 77c.: five or more bbl., boiled. 78c.; less than five 
bbl., raw, 79c.; less than five bbl., boiled, 80c. 
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NUTS AND BoLts.—There is as yet no let up in the 
demand for nuts and bolts, the manufacturers of farm 
machinery and automobiles being the heaviest buyers. 
Chicago jobbers are still selling at the prices in effect 
before the general advance of last week. 

We quote machine bolts up to % x 4 in., 65 and 5 per cent, 
larger sizes, 65 per cent. Carriage bolts up to % x 6 in., 65 
per cent; larger sizes. 50 and 15 per cent discount. Hot 
pressed nuts, square, $3.70, and hexagon $3.80 off per 100 Ib. 

SHEETS.—There is no change in the sheet situation. 
The demand for black sheets is slightly heavier but the 
bulk of orders are for the blue annealed type and the 
heavier gages. 

We quote to retailers as follows: No. 10 blue annealed. 
3.40c.; No. 28, black, 3.10c. to 3.20c.: No. 28 galv., 5.40c. to 
5.50c. Minimum prices to apply on bundles of 25 or more. 

Bars.—The manufacturers of bar iron are reported 
as sold to capacity for at least six months to come. 
Jobbers’ stocks are in fairly good condition and limited 
orders are being filled. 


We quote to retailers: Soft steel bars, 3.10c.; bar iron, 
2.10c.; reinforcing bars, 3.10c. base. 


CINCINNATI 


Office of HARDWARE AGE, 
Cincinnati, May 8, 1916. 
F eteorse-ate weather conditions during the past two 
weeks curtailed retail business to a considerable 
extent. However, part of last week was clear and warm 
and both cash and credit sales were increased very 
much. 

The suburban merchants look for a record-breaking 
spring business in all different hardware lines. Those 
who are handling farm and garden seeds and farming 
implements state that prospects were never better and 
that collections show an improvement over last year’s 
record. The cash trade has also increased. 

A strike of machinists in Cincinnati was called May 1, 
and this undoubtedly cut off considerable business from 
the mill and factory supply houses. However, only 15 
per cent of the workmen responded and a considerable 
number of these have now returned to work, so that con- 
ditions in manufacturing plants will soon be normal. 
At the present time the matter of prices is a very seri- 
ous one. As a rule the retail merchants who are not 
well stocked are only buying small quantities of goods, 
although it seems that they are confronted with further 
advances. The retail merchants are also confronted 
with the necessity of raising prices to the consumer, and 


market quotations are now followed more closely than 
ever before. Hardly a day passes but that some article 
has to be advanced in order to keep pace with present 
costs. While this question was not formally taken up 
at a recent social meeting of the Hardware Club of 
Cincinnati, it was discussed individually and the views 
expressed by different members showed that they were 
informed on the subject and would not be caught nap- 
ping. 

The automobile supply business is improving, but only 
the country and suburban merchants are engaged in this 
particular branch. A notable exception of a city con- 
cern which has made a specialty of this business is the 
John Spoerl Hardware Company at Hamilton, Ohio. 
This company handles all kind of automobile accessories, 
including tires, and claims that the business is a profit- 
able one for a hardware dealer when the proper atten- 
tion is paid to it. 

We quote local jobbers’ prices as follows: Plain steel bars, 
2.20c.; twisted steel bars, 3.35c.; No. 10 blue annealed sheets, 
3.50c.; plates, 3.50c.; small structural shapes, 3.20c.; wire 
nails per keg base, $2.65; barb wire, $3.50 per 100 Ib. The 
nearby rolling mills are quoting No. 28 galvanized sheets at 
from 5.15c. to 5.20c., Cincinnati or Newport, Ky., and No. 28 
black sheets from 3.15c. to 3.25c. : 

The recent mill advances in wire nails to $2.50 per keg 
base. Pittsburgh, presages an early marking up of ware- 
house prices. 





Citizens’ Preparedness Parade 


HE Hardware and Metal Trades Division of the 
Citizens’ Preparedness Parade, to take place in 
New York Saturday, May 13, has been well organ- 
ized under the leadership of Marshal William A. 
Graham, loyally and enthusiastically assisted by his 
various aides and the efficient committees which 
have faithfully performed their respective duties. 


The committee, drawn from leading establish- 
ments, consists of E. G. Ford, E. B. Carpenter, J. 
H. Oliver, F. L. Stellwagen, Frank Kelly, W. N. 
Sweet, C. E. Rowland, E. W. McCarthy, R. G. 
Thompson, Edwin Masbach and E. H. Darville. 
Each man was assigned to a particular section and 
given a list of thirty to forty names of houses, geo- 
graphically arranged for quick work, and a supply 
of printed enrollment forms as muster sheets for 
the names of individuals and the necessary captains. 

The escort to Mayor Mitchel, General Wood and 
Admiral Usher, the reviewing officers (who will 
head the parade until the Grand Stand is reached at 


Madison Square, Fifth Avenue, Twenty-fourth to 
Twenty-sixth Streets), consists of three prominent 
citizens from each of, so far, about seventy distinct 
divisions and many more separate trades and pro- 
fessions. This representative body of approxi- 
mately 200 distinguished men, will, after escorting 
the officials named to the Grand Stand, re-form into 
companies of 16 front, single rank, each commanded 
by a captain, and continue at the head of the main 
column to Fifth Avenue and Fifty-ninth Street, 
where they will be dismissed. 

The escort representing the Hardware and Metal 
Trades Division are George F. Taylor, president of 
the Hardware Club; Major Charles H. Krueger, 
treasurer of the U. T. Hungerford Brass & Copper 
Company, and William H. Taylor, president of the 
David Williams Company, publisher of The Iron 
Age, HARDWARE AGE, Metal Worker, Plumber and 
Steam Fitter and Building Age. 

The marshal’s aides are Edward H. Darville, F. 
L. Stellwagen, C. E. Rowland, E. B. Carpenter, E. 
W. McCarty, Edwin Masbach, Frank Kelly, Robert 
G. Thompson, W. N. Sweet and James H. Oliver. 




















May 11, 1916 HARDWARE 








AGE 






































We are doing a great deal 
to help you sell more 


Stanley Garage Hardware 


May we tell you about this help? 
Write to our Service Department. 


There is an increasing demand for good hardware for 
Garages. Garage doors swung on Stanley hinges close 
weather tight, and Stanley fastenings keep them so; a 
condition not possible in the case of sliding doors. 


Stanley Garage Hardware is Stanley Garage Hardware is brought 
packed in “‘sets” thus greatly to the attention of the architect, car- 


maplifvyi sili: seal aie, penter and builder through adver- 
SSnpssymg JOU cece ane cH tisements in their trade papers. It is 


abling you to make sales also being extensively advertised in 
promptly and efficiently. other ways. 


Phileas ails. 


—— 
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100 Lafayette St. 73 East Lake St. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 


by Hardware Manufacturers 


“Crescent” Velocipedes 


The Kirk-Latty Mfg. Company, 
Cleveland, Ohio, manufactures “Cres- 
cent” velocipedes with both plain and 
roller bearings. 

The “Crescent Special” velocipede i; 
made with a reinforced frame and 
axles. The frame is made of wide 
channel steel with a “Crescent” steel 
brace reinforcing the rear axle. It 
has a bicycle head and arched fork 
crown. 

This velocipede is equipped with 
adjustable handle bars and an adjust- 
able stem. It has leather wound 
grips, a leather saddle, an adjustable 
saddle post and a spring seat. The 
frame is finished in red bicycle 
enamel, baked and nicely striped. The 
handle bars are nickel-plated and the 
wheels tinned. It is made in three 
sizes. 

The “Crescent” ball bearing veloci- 
pede has the same general construc- 
tion as the “Crescent Special” ve- 
locipede but the front and rear wheels 
are equipped with “Universal” an- 

















One of the “Crescent” velocipedes 


nular ball bearings that are perma- 
nently adjusted. 

The frame and wheels are finished 
in a rich brown bicycle enamel, 
striped in black and red. The handle 
' bars, cranks, pedals, saddle post, 
' springs and axle nuts are nickel- 
plated. 


Townsend’s “Triplex” Lawn 
Mower 


S. P. Townsend & Company, Or- 
ange, N. J., manufactures Townsend’s 
“Triplex” horse-drawn lawn mower, 
which will cut a swath 86 in. wide. 

The company points out that the 
“Triplex” consists of three of Town- 
send’s “Glorious” mowers yoked to- 
gether, two abreast in front and one 
in the rear, the two in front being 
placed so as to leave between them an 
uncut swath just as wide as the rear 
one can cut, lapping 2-in. over each 
front mower. Each mower is so ar- 
ranged that it will rise or fall in 
going over rough ground. It is 
pointed out that one mower may be 
cutting over a knoll while the second 
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Townsend’s “Triplex” horse-drawn lawn mower 


mower may be cutting on the level 
and the third paring a hollow. 

This machine is of very light 
draught and is drawn by one horse. 
It is controlled by three levers at the 
driver’s right hand. It has a spring 
seat, a foot rest, shafts, an iron tool 
box with tools and an oil can. It 
weighs 600 Ib. 


Sherwood Dish Drainer 


The J. M. Sherwood Company, 154 
Chambers Street, New York City, has 
put on the market the Sherwood dish 
drainer which is made of heavy gal- 
vanized steel, and is 17% in. long, 
125% in. wide and 4 in. deep. 

It is equipped with an electric 
welded rack which holds the dishes 
and silver, thus combining dish pan 
and dish drainer in one. It weighs 
only 2% lb. In one end of the pan 
is a hole through which the water is 
allowed to run after being poured on 
the dishes. This can be stopped with 


“Mystic” Dry Hone 


Schuchardt & Schutte, 90 West 
Street, New York City, put on the 
market recently the “Mystic” dry 



































The Sherwood dish drainer 


an ordinary cork and the pan, after 
the dish drainer is removed, converted 
into a water tight pan which can be 
used for general kitchen purposes. 


THE ZENNER DISINFECTANT COM- 
PANY, Detroit, Mich., has moved from 
its offices at 80-84 Lafayette Street to 
118-120 West Congress Street. These 
quarters are temporary, and will be 
occupied until October, when the Zen- 
ner Company will move into its new 
building at 133-135 West Larned 
Street. 


12 


The “Mystic” dry hone 


hone, which is described as being 
made of a special composition that 
will not detemper the finest steel. It 
is claimed that with it a perfect cut- 
ting edge can be obtained in a very 
short time. | 

While the “Mystic” dry hone is in- 
tended for use to a great extent for 
razors it is especially valuable, the 
company points out, in the sharpening 
of surgical instruments, chiropodist’s 
tools, etc. It is made to retail at a 
low price. 


Art Metal Catalog 


The Art Metal Construction Com- 
pany, Jamestown, N. Y., recently sent 
out a new catalog for 1916. This cat- 
alog which is extremely well illus- 
strated and printed in colors shows 
a complete line of filing cabinets and 
office furniture. This includes verti- 
cal and horizontal filing units, card 
indexes, desks and other office furni- 
ture. The Art Metal line is made 
entirely of steel but in the case of 
desks and various other pieces of fur- 
niture is given a wood finish which, 
according to the company, equals the 
natural finish. 
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R-W Center Hung 
Door Hangers 














































[ 
The Trolley Track 


Long use and years’ experience 
have proven the box-shaped trol- 
ley track, No. 31 and No. 35 
types, the most satisfactory. 


Fe asa rhe 
oye 





This type track provides two 
run-ways on which the: cafrier 
wheels roll, thus distributing the 
load; protects the hangers from 
the weather, is bird-proof, jump- 
proof and trouble-proof. 

Sold in 4, 6, 8 and- 10-foot 
lengths. 











The Hanger 


From a mechanical standpoint the per- 
fect design for a door hanger is the cen- 
ter hung type—used only in No. 31 and 
No. 35 types trolley track. 

The four hanger wheels roll in the 
two smooth run-ways in the track; from 
the exact center of the two axles, which 
connect the four wheels, a pendant sus- 
pends to which the aprons which hold the 
door are attached. Thus the load is sus- 
pended from the exact center of the 
hanger—any variation of; efhe. door off 
center of gravity does not“affect the easy 
movement of the hangers in the track. 


Selling talk—use it. 




















BRANCHES: 


New York, Chicago, 
Boston ,Philade:phia, 
St. Louis, Minneapo- 


ichards Wilcox === 


MANU FACTURING Co. Los Angeles. 


AURORA ILL.U.S.A. ‘“‘A hanger for any 


~ door that slides.’ 
Richard-Wilcox Canadian Co., Ltd., London, Ont. 
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All-Metal Saw Cutter 


The Bluffton Slaw Cutter Company, 
Bluffton, Ohio, recently added to its 
line of products a sanitary all-metal 

















The Bluffton all-metal slaw cutter 


kraut and slaw cutter with a metal 
box. This cutter is made of 21 gage 
steel, triple plated with block tin, 
which makes it practically rust-proof. 
It measures 8 x 22 in., is reinforced 
with a 5/16-in. rod down the sides 
which is also turned around, the end 
acting as a handle. It has six 6-in. 
friction-tempered knives. It is claimed 
that with this device approximately 
25 gal. of kraut can be cut in an hour. 
The cutter is sanitary and can easily 
be washed. The weight per dozen is 
45 Ib. 


Garage Door Equipment 
Catalog 


The Richards-Wilecox Mfg. Com- 
pany, Aurora, IIl., recently published 
a new catalog of garage door equip- 
ment which in addition to showing a 
very complete line of special hard- 
ware for garage doors, gives much 
valuable information for the dealer, 
architect and contractor on the prob- 
lem of hanging these doors. So many 
difficulties arise and so many con- 
ditions must be met in constructing 
the doors of garages that an article 
occupying the first five pages of this 
book and entitled “Garage Door Prob- 
lem” should prove especially valuable. 
This article is illustrated by many 
diagrams showing more than twenty- 
five methods of hanging these doors. 

With the origination of so many 
methods, there have also arisen many 
new problems of locking the doors. 
A 4-page article in the back of this 
book which is also illustrated with 
many diagrams and is entitled “Lock- 
ing Garage Doors,” gives a great deal 
of valuable information on this sub- 
ject. 

This catalog measures 6% by 10 in. 
and contains in all 32 pages. It is 
very well illustrated and listings and 
descriptions are full and complete. 


Cyclone Folder 


The Cyclone Fence Company, 
Waukegan, IIl., recently printed a new 
folder of Cyclone Fences, which is 
being distributed to dealers in gener- 
ous quantities. The company is also 
requesting a mailing list of one hun- 
dred to five hundred customers either 
in city or country, to which the fold- 
ers can be sent directly from the home 
office. Each folder carries the imprint 
of the dealer. Post cards are included 
in each case and each, one given a 
separate key number. so that all re- 
turns can be traced to. the particular 
list from which they originated and 
the names forwarded to the proper 
dealer for immediate attention. 

A 





Cyclone “Silent Salesman” 
Tool Rack 


The Cyclone Fence Company, Wau- 
kegan, Ill., has put on the market the 
Cyclone “All-Year-Round Silent Sales- 
man” for the display of garden tools, 


forks, hay rakes, shovels, mops,. 


brooms, etc. The upright frame is 
made of 1-in. heavy high carbon chan- 
nel steel and the cross sections are 
made of %-in. heavy channel steel 
with 2-in. mesh galvanized wire as a 
filler through which the handles of 
the tools are placed. It is finished in 
black enamel and supplied in two 
sizes. The larger size, 24 x 42 in., 
weighs 60 lb. and lists for $12.40. The 

















The Cyclone “Silent Salesman” tool dis- 
play rack 

other size, 24 x 30 in. weighs 50 lb. 

and lists for $11.15. 

This rack is equipped with ball 
casters so that it may be wheeled out 
on the sidewalk and used as an out- 
side display for seasonable goods. 


Atkins No. 16 Pruning Saw 


E. C. Atkins & Co., Indianapolis, 
Ind., has just put on the market a 
new pruning saw known as No. 16. 

This pruner consists of a strong 
casting hollowed and bored so that 
it may be slipped on a pole of any 


“Red Devil” Products 


The Smith & Hemenway Company, 
Inc., 99 Chambers Street, New York 
City, brought out recently a combina- 











Hardware Age 


BOX CHISEL AND STRAP CUTTER 
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Atkins pruning saw No. 16 


desired length. With this tool limbs 
that are high from the ground can be 
trimmed without the use of a ladder. 

There is a hook on the casting for 
dislodging cut limbs or removing 
them should they obstruct the point 
to be cut. 

A 12-in. curved blade with peg 
teeth is fastened to the casting by the 
use of a 5/16-in. bolt and wing nut. 
Three holes in the butt end of the 
blade allow it to be adjusted to cut 
at any angle. 


The “Red Devil’ nail puller, box chisel 
and strap cutter 


tion nail puller, box chisel and box 
strap cutter. On the side of this tool 
near the jaws and opposite the foot 
is a sharpened projection as shown in 
the illustration which serves to cut 
box strapping and which can be used 
as a chisel and box opener. 

It is pointed out that the jaws are 
so constructed that they cannot pass 
each other. They will grip any size 
of nail up to one as large as a 12 
penny. No springs or rivets are used 
in the construction of this tool. The 
force is applied from the bottom of 
the rammer instead of at the top as 
in most tools of this character. 


Deming Pump Catalog 


The Deming Company, Salem, Ohio, 
recently sent out a new general cata- 
log No. 25. It contains 360 pages, 
size 6 by 9% in., of pump facts and 
figures, and is printed upon highly 
finished enameled book paper and il- 
lustrated with very fine halftone en- 
gravings. It is bound in buckram- 
covered boards and illustrates over 
one thousand different types of pumps. 

This catalog, which is strictly for 
dealers, contains information which 
will enable them to recommend the 
proper pumps for various conditions 
and the proper methods of installing 
them to secure the best results. 

This catalog is divided into 15 sec- 
tions or chapters. Each chapter is de- 
voted to different types of pumps. On 
yage 2 of each section is shown an 
illustration of a pump typical of the 
others shown in the chapter, but with 
the working parts exposed so that its 
action may be readily understood. 

Sixteen pages in the rear of the 
book are devoted to repairs and extra 
parts, giving complete lists and prices. 


Why a Saw Cuts 


Henry Disston & Son, Inc., Phila- 
delphia, Pa., recently published a well- 
printed twelve-page booklet, entitled 
“Why a Saw Cuts,” a subject which 
may appear simple at the outset, but 
to which there is really more depth 
than appears at first thought. 

This book is illustrated with special 
photographs showing the principles 
on which the teeth of both rip and 
cross cut saws work, and enlarged 
views showing the actual shape of the 
saw teeth in their relation to each 
other. There are special drawings 
showing the angles of cross-cut and 
rip teeth, and others showing the 
manner in which the teeth cut. It 
gives valuable pointers that everyone 
who uses or sells saws should know. 
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Profitable Sellers the Year 





Stewart Handy Worker 


The most substantial and practical of com- 
bined tools. Never fails to please the pur- 
chaser and shows you a substantial profit. 

It. Comprises: 

A strong and powerful vise, up to 4% inches. Width of 
jaw, 4 inches. Cutting hardie. Pipe vise takes up to 114 inch 
pipe. Drill press which may be operated at two speeds. Good 


sized anvil. Corundum grinding wheel, 5 inches x l inch. Three 
speeds: direct, 4 to 1 and 16 to 1. 


Weighs, boxed, 90 pounds and sells to the 
user, complete with all attachments, at 
rn From your jobber or direct. 











Stewart Small Engines 


Made only in 4, 2 and 3 h. p. sizes. 

Superior design, material, es ne aa 
and finish. 

Most economical of fiuct:—gasoline, 

To one dealer in each docality we ‘effer an 
exclusive agency that means much in sales. 


and profits. Write us. 





Stewart Grinding and Drilling Machine 


This portable Grinding and Drilling Machine is valuable to farmers, 


garages, etc. 


With it farmers can grind discs quickly and easily. without removing 


the discs from the implement. 





The drill attachment, taking. any square shanked drill up to )% inch, 
is exceptionally handy for drilling Holes in metal pieces. 


A very practical outfit that will’sell at ‘all seasons. 
Boxed, complete, 45 pounds. ‘To the user at only $11.50. 
From your jobber or direct. Write for special circular and discounts. 








Chicago Flexible Shaft Company 


608 North La Salle Street, Chicago 


New York Branch, 16 and 18 Reade St. 
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“White Cross” Fan 


The Lindstrom-Smith Company, 
Chicago, Ill., put a new 8-in. electric 
fan on the market recently. The com- 
pany states that the motor of the 
“White Cross” fan is of the brush and 
commutator type, is self-oiling and air 
cooled. It is finished in nickel and 
black, highly polished, and also in 
either oxidized copper or nickel. 

This fan can be immediately con- 
verted from desk to bracket position 
by means of a winged thumb screw 
and a friction clamp. In operation 
this fan is noiseless, it is claimed, and 


runs on direct or alternating current. . 


of 100 to 120 volts. However, special 
voltages from 8 to 220 can be fur- 
nished. : 

The guard used on this fan is made 
of heavy drawn metal of attractive 
design. A cord and plug are fur- 

















The “White Cross” electric fan 


nished with each outfit. Each fan is 
equipped with a four-point regulating 
switch which provides three separate 
running speeds. 

This fan is also equipped with rub- 
ber feet which prevent the base from 
marring highly polished surfaces. It 
is 12% in. high and 9% in. wide. 
When used as a wall fan it extends 
9% in. The net weight is 6 lb. 


Junior Electric Range 


The Western Electric Company, 463 
West Street, New York City, has re- 
cently put on the market the “Junior” 
electric range, which is described as a 
practical miniature electric range 
which cooks, bakes and broils as well 
as the larger sizes used in actual prep- 
aration of food. It is meant to be 
used as an active part in the nursery 
tea party, and is so built that none 
of the young cooks can possibly get a 
shock. 
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One of the main reasons for putting 
this new toy on the market, it is 
stated, is the fact that though boys 

















Junior electric range 


had their electrical and mechanical 
toys, nothing new had been offered to 
the girls since the advent of the sleep- 
ing doll. This entertaining and in- 
structive toy range is offered to girls 
to make up for their lack of me- 
chanical and electrical toys. 

The company has mailing folders, 
electrotypes, window displays and 
small cook books for distribution. This 
new toy sells for $8. 7 


“Sumlite” Filter for Electric 
Lamps 


The Harry H. Reynolds Company, 
1326 Michigan Blvd., Chicago, IIl., has 
put on the market the “Sumlite” 
filter for use in connection with a desk 
lamp or hanging lamp to eliminate 
the glare and shadow. It is a cone- 
shaped device which can be attached 
to a lamp shade. It is made of clear 
white frosted “Pyralin” and diffuses 
the light evenly in all directions. It 
is claimed that it will give a per- 


, WE MARKY WH. REYNoL oS co 
Ss Patent Pr eerres 
i Cm ree att 





The “Sumlite” filter for electric lamps 


fectly clear white light without glare. 

The “Sumlite” filter can also be 
furnished with an asbestos shade, 
brass trimmed and can be held on any 
standard socket by means of a very 
simple, patented locking device. It 
can be furnised in,6, 8, 10- and 12-in. 
sizes and in several colors, such as 
amber, blue or green. 
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Bell-Ringing Transformer 


The A. E. Rittenhouse Company, 
Honeoye Falls, N. Y., has recently put 
on the market the Rittenhouse type S. 
B. bell-ringing transformer, which is 
designed to be installed in a standard 
flush switch box for flush work or may 
be reversed and mounted on the sur- 
face in the regular way. This trans- 
former is especially valuable, it is 
claimed, for residences where it is de- 
sirable to place the transformer near 
the bell and where the ordinary trans- 
former would be unsightly. 

The transformer plate is drilled and 
tapped to take any standard iron box 
bell. It will also take a standard 
flush switch plate, it is claimed, where 
it is desired to make the finish con- 
form with the finish of the hardware. 

The company states that this trans- 

















Rittenhouse bell-ringing transformer 


former is constructed to comply with 
the National electric code and has been 
approved. The list price of this 
transformer is $2.50. 


THE JUSTRITE Mrc. CoMPANy, Chi- 
cago, Ill., maker of hardware special- 
ties, has under construction a new fac- 
tory at Southport Avenue and Kings- 
bury Street, which will provide a floor 
area of 50,000 sq. ft. New machin- 
ery will be installed. 


THE HELEN Mrc. CoMPANY, Cleve- 
land, Ohio, manufacturers of hard- 
ware articles, has been incorporated 
with a capital stock of $1,000 by J. B. 
Hanna, W. E. Cubben, F. R. Shyrock, 
Mace Cubben and E. R. Cook. 


THE GILLETTE SAFETY RA70R COM- 
PANY, Boston, Mass., has completed 
plans for the erection of a seven-story 
and basement addition to its plant im 
South Boston. 
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-sfitir WARREN -sfktr 
“STA-LIT” 


BIG SPECIAL NUMBER 451 LANTERN 


CAN’T BE BLOWN OUT 








BRIGHT $1 25 EVERY SINGLE 
LUSTER —_— PART HEAVILY 
FINISH TO THE CONSUMER RETINNED 





SEE THIS BAIL? 
STAYS ANYWHERE 


[ 


Of the Finest IX 2A Open Hearth Charcoal Tin Plates Procurable 


SHORT GLOBE TYPE 
Securely Packed in Our Special Light, Substantial ‘‘STA-LIT’’ Package 






Heavy Canopy 
Ring — Stands up 





The shape of the 
Sta-Lit Dome 
gives added 
strength 





Symmetrical 
Strong Globe Cap 





(,uards prevent 
breakage and _ se- 
cure Globe at all 
times 


Fasy Working In- 
side Lift 


Genuine Brass 
Burner 


~ 


Mammoth Fount 
—holds oil suff- 
cient to burn 56 
hours 


Large Brass Filler 
Cap—well thread- 
ed dome - shaped 
ton 


a 


Sales Dept. 
usm’? JAMES H. CUMMING THE WARREN STAMPING CO. _ reac 
MARK CHICAGO, U.S.A. WARREN, OHIO, U.S.A. MARK 


THRU YOUR JOBBER OR WRITE US DIRECT 
































Overhead Washer and 
Fire Extinguisher 


. The Gaylord Sanitary Mfg. Com- 
pany, Rochester, N. Y., has put on 
the market the Gaylord “Always- 
Ready” overhead washer and fire ex- 
tinguisher for garage use. This is an 
attachment which is fastened to the 
ceiling and connected with the water 
supply. It consists of a long arm to 
which is attached a long hose, on the 
end of which is a nozzle to be used in 
automobile washing. On the other end 
of the arm is the hose reel on which 
are a number of feet of hose and on 
the end of which is also a nozzle. This 
is for use in either automobile wash- 
ing or fire fighting. It is claimed that 





- “Ball-Bearing” Tread 


The Endurance Tire & Rubber Com- 
pany, New Brunswick, N. J., has re- 
cently developed the Endurance “Ball- 


é 
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“Always-Ready”’ overhead 
washer and fire extinguisher 


The Gaylord 


this device will throw water from 75 
to 175 ft. 

Equipped with 50 ft. of high-grade 
hose on one end and 10 ft. on the 
other with nozzles complete, this de- 
vice sells for $35, and with 100 ft. 
on one end and 110 ft. on the other 
it sells for $50. Either one can be 
furnished with an electric light at an 
extra cost of $15. 

The washer can be furnished, alone 
without the hose reel. The %-in. size 
with a 4%-ft. arm sells for $12; %-in. 
for $15, and %-in. with electric light 
for $30. 


An Endurante casing with the “Ball-B oy 
) .ing” tead Fats 
er Thy 
Bearing” tread. ogging. It is claimed 
that this tire combjnes the advant- 
ages of the projection and suctiop 
type principles. The name “ball- 


‘ bearing tread”’\awas. suggested by the: 


pattern, the company points out, and* 
also by the resiliency“and easy-riding 
qualities of the tire. 


Anti-Rattler for Automobile 


Doors 


The Fernald Mfg. Company, North 
East, Pa., recently put an anti-rattler 


- for’ automobile doors on the market. 


This is a simple little device which 
fastens on the door jamb with two 


‘strews. It is equipped with a spring 


which holds the door when it is closed 
and prevents rattling. 

These anti-rattlers are put up 2 
doz. on an attractive display card 
done in colors. The company states 
that the anti-rattlers are held firmly 
enough to prevent their being stolen, 
yet can easily be taken off when sold. 














The Fernald anti-rattler for automobile 
doors 
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“A.K.” Hand Horn 


The Angsten-Koch Company, Chi- 
cago, Ill., has put on the market the 
“A.K.” hand-operated horn which, the 
company states, produces a loud, clear, 
distinctive warning that carries for 
a long distance and has a pleasing. 
tone. This device is easily operated. 
A slight push of the hand or arm is: 
all that is required. 

The “A.K.” fastens conveniently on 
the top of the door railing. The 
bracket provided will substantially 
hold the horn firm and will not rattle 
or vibrate. 

The company points out that the 
mechanism of the “A.K.” horn is ex- 

















The “A.K.” hand horn 


tremely simple. This horn is finished 
in black and nickel or in all black as 
desired. This same type horn is also 
supplied with a shorter projector for 
motorcycles, trucks, cabs, etc. The re- 
tail price is $3.50. 


ARTHUR D. LITTLE, Ltd., Montreal, 
has been incorporated with a capital 
stock of $50,000 by Arthur R. Holden, 
Pierre A. Badeaux, Ernest G. Ben- 
nett, and others, to manufacture ma- 
chinery, implements, tools, etc. 
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There Are 5 Fisk Reasons 
Why 35,000 Dealers 
Are Featuring 


THE TIRE itself is the result of seven- 
1 teen years of ee ae oe experl- 

ence. Way back in the old bicycle 
days Fisk Tires were the choice of the man 
who insisted upon first quality. «And Fisk 
reputation for quality continues down to 
the present day. 


NATION-WIDE ADVERTISING (full 
2 pages —double pages—black and in 

colors} in the biggest and most im- 
portant publications, and newspaper adver- 
tising mentioning the local dealer, is con- 
tinually sending new trade to Fisk Dealers. 
That’s all that’s necessary—users of Fisk 
Tires do not change. 


CONSISTENT CONSUMER DE- 

MAND, the inevitable result of adver- 

tising a tire of quality and then back- 
ing up those advertised claims by making 
a tire of quality—year after year. 


4 FISK BRANCH SERVICE. Complete 


.~ = 
~ ~ - * a 
ies eh ‘hake : 
: 3 . aa : 
eS . . eae ae 
- a ee ee 
Sent ce Oe = 
. es . 3 sagbeae ‘ " 
ei See Mag 8 oe 
cc we ¥ ; aie. 
: Rm r Rs 
. ‘ < Ss * 
Rey . - 
i Se 
iS. 
RRA Ro 
ee SR 
te 


gs 
x 
a 





stocks of all Fisk Tires and Sundries 

are carried in more than 100 Direct 
Factory Branches throughout the country. 
Fisk Dealers are assured of the promptest 
attention—they are always in a position to 
give their trade the promptest service, 
through the completeness of the Fisk 
Branch System. 

—AND A STEADY PROFIT TO YOU, 
made possible by combining the other 
four “Fisk Reasons.” After all is said 

that’s what you want most—a 
steady, dependable profit —that 
is the real life of trade. Fisk 
Tires are a live line—and no 
one is better aware of that 
fact than 35,000 Fisk Dealers. 


How about you—write Dept. H 
for terms of liberal dealer plan 


THE FISK RUBBER COMPANY 
of N. Y. 
Chicopee Falls, Mass. 
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‘Champion Spark Plug Dis- 
play Stand 


The Champion Spark Plug Com- 
pany, Toledo, Ohio, is putting out a 
handsome counter display stand at- 














The Champion spark plug display stand 


tractively printed in colors to which 
are attached six Champion spark 
plugs. This stand is known as the 
“Little Champion Salesman,” and be- 
cause it carries the article it adver- 
tises, allows the customers to see the 
plugs themselves. Sales can be made 
directly from the stand. 

This selling stand complete with the 
six plugs is given free to every dealer 
with an order for 100 or more Cham- 
pion spark plugs. 


Lenolite Gasoline 
Economizer 


The Lenolite Mfg. Company, 6 
North Clark Street, Chicago, IIl., 
manufactured a liquid known as 
“Lenolite,” which, according to the 
company, will destroy the bad effects 
of carbon deposit which causes so 
large a proportion of automobile and 
gasoline engine trouble, and will in- 
crease the power and flexibility of the 
motor. 

The company guarantees _ that 
“Lenolite” contains no acid or other 
ingredient that can injure in any way 
the motor, the carbureter or any of 
the connections. It acts on the glob- 
ules of the gasoline in such a manner 
as to soften or break them. When the 
air strikes them the result is an in- 
crease of efficiency in the explosion. 
One ounce of “Lenolite” is added to 
four gallons of gasoline and the car- 
bureter adjusted to suit the richer 
mixture. 

Among the claims made for this 
product are that it will give increased 
speed and flexibility, a smooth run- 
ning motor, an increase in power and 
mileage, a saving of gasoline, and an 
elimination of carbon. 


Clark Headlight Dimmer 


The Cherry-Clark Guard & Dimmer 
Company, 150 South Dearborn Street, 
Chicago, Ill., recently put on the mar- 
ket the Clark headlight dimmer, 
which the company claims will give a 
driving light without glare, yet which 
is suitable either for city or country 
driving, and which can be used in 
lecalities where the law requires that 
the glare of automobile headlights 
shall be eliminated or that the head- 
light be entirely covered. 

The Clark dimmer shows a light 
forward and to the sides, due to the 
fact that when the rays from the re- 
flector come in contact with the dim- 
ming element they are diffused in all 
directions. It is claimed that this dif- 
fusion and projection of the light en- 
ables the driver to see the full road- 
way when turning corners. 

This device is also made with a V- 
shaped opening, 3% in. wide, covered 
with transparent pyralin on the lower 
half of the cone. This is known as 
the “Shaft-O-Lite.” It allows a shaft 
of light from the reflector to pass 
through this opening on a line below 
the vision of pedestrians and automo- 
bilists, thus complying with the law 
of many States. 

The company states that this dim- 
mer is weatherproof and durable. It 
is made of pyralin, with an expansive 
material that fits snugly over the out- 
side rim of the headlight and holds 
the dimmer in position. It also has a 


seam through the center, which al- 
lows it to be folded. 

Size No. 1 for 9-in. headlights and 
size No. 2 for 10-in. headlights retail 


The Clark headlight dimmer 


for $2 per pair. Size No. 3 for 11-in. 
and size No. 4 for 12-in. headlights 
retail for $2.25. 


Accessory Catalog 


The Piedmont-Hardware Company, 
Danville, Va., recently issued a new 
catalog and price list of automobile 
accessories. This catalog, which meas- 
ures 6 by 9 in., and contains 162 
pages, is well illustrated and printed 
and shows a very complete line of 
automobile supplies. It is the second 
catalog of this kind which the com- 
pany has published. 


THE GoppARD Toot CoMPANY, Chi- 
cago, Ill., has been incorporated with 
a capital of $5,000. The incorporators 
are Karl B. Goddard, Frederick A. 
Behr and Frank B. Simmons. 
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“Detco” Multiple Valve 
Grinder 
The De Tamble Mfg. Company, 
1607-1611 Prairie Avenue, Chicago, 
Ill., has recently added the “Detco” 


multiple valve grinder to its products. 
This is a small device designed to 














The “Detco” multiple valve grinder 


grind the two intake and two exhaust 
valves of a Ford motor at one time. 

It is equipped with three-wing hand 
screws which fit into the holes tapped 
in the cylinder block of a Ford motor. 
It is claimed that with this device 
the valves are always held central and 
in alignment, insuring perfect seats. 
In action the “Detco” is moved back 
and forth by a hand lever and the 
valves are rotated 1% revolutions, 
automatically lifted from their seats 
and then reversed 1% revolutions. 
The price of this device is $12. 


Automobile Polishes 


Dealers in accessories are finding 
that 1916 bids fair to feature a new 
development—the education of the car 
owner in the use of automobile polish. 
A campaign to this effect is now in 
progress by the manufacturers, many 
of whom have recently begun to fur- 
nish a can of body polish as part of 
the standard equipment of their new 
cars. 

As the result of this campaign, hun- 
dreds of thousands of motorists will 
be educated in the use of polish at the 
most auspicious time—when their cars 
are new. 

The far-sighted dealer will prepare 
for this enlarged market by stocking 
liberally with polish and by explaining 
to his patrons the fact that only by 
the use of polish can one remove the 
oily smoke deposit which will other- 
wise obscure and ruin the gloss which 
the car carried from its parent fac- 
tory. 

An interesting detail of any cam- 
paign in automobile polish is the fact 
that the indorsement by the manufac- 
turer of a certain brand of polish in- 
dicates that it has passed both chem- 
ical and service department tests and 
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Handling a 
leader always pays—pays 
in two ways. It sells quicker 
—more profits. It also builds up 
prestige that turns other trade into 


your store. 


EAK-| ROOF 
PISTON RINGS 


—the Original and Genuine 


are nationally known. They lead all other piston rings in sales 
and have greater advertising power behind them. They are 
better designed and better made from better materials. They 
make good on everything we claim. Users recommend them. 
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\eanfReer Piston Rings are used not only in automobile 
motors. They are being bought every day for motor boats, 
motor cycles, all kinds of gas engines, tractors, pumps, air 
compressors, steam engines, etc. Wherever and however 
power is generated by pistons \eas¥Reew Rings show 
their superiority. 
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Look over the field around you. Trade possi- 
bilities are wonderful—and are growing 
bigger and broader all the time. 


Investigate—and put in a bid 
for your share. 


The standard 

handbook on 

Gas Engine Com- 

pression. It tells 

what YWasnYroer ef- 

ficiency means. Post 

yourself on this acces- 

sory. 

CUT OFF COUPON, WRITE 

NAME AND ADDRESS ON 
MARGIN—MAIL. 


Manufactured by 
The 
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\man TR 
McQuay-Norris Manufacturing Co. os - 
2828 Locust Street, ST. LOUIS, MO. gag that may be 
Canadian Factory: W. H. Banfield & Sons, 372 Pape Avenue, Toronto. th “ a= Greer 
BRANCH OFFICES: at must fail to give 
or hilad wan\Roor service or 


New York Chicago Philadelphia Pittsburg 
San Francisco Los Angeles Cincinnati Seattle oor satisfaction. 
St. Paul Atlanta Denver See the name stamped on 


Kansas City 
every ring. 
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making it safe for recommendation 
by the retailer—a consideration espe- 
cially valuable in view of the fact that 
it is essential that polish contain no 
acids which, while yielding a bright 
finish when. first applied, greatly dam- 
age the article by frequent use. 

It is generally, estimated that a 
large proportion of motorists—perhaps 
as great as 40 per cent of the total 


number—are now users of polish. 


These and the hundreds-of thousands 
of buyers of new cars form a great 
field for a comparatively new trade 


in an accessory for which every motor- . 


- ist is a legitimate prospect. 3 


“Gasco” Gasoline Econo- 
mizer 


The Gasket Supply Company, 1729 
Ludlow Street, Philadelphia, Pa., has 
put on the market a device for secur- 
ing a more uniform mixture of gas 
and air in an automobile carbureter. 
It is known as the “Gasco” gasoline 
economizer. 

This device is attached to the in- 
take pipe at the carbureter and has 
three fine screens through which the 
gasoline must pass to enter the car- 
bureter. The company claims that 
when the gasoline passes through 

















At the top is the “Gasco” gasoline econo- 
mizcer. The lower part of the illustration 
shows it installed in the carbureter 


these screens it will come out as a 
fine spray. 

It is claimed that this device will 
make a saving in the amount of gaso- 
line used, will increase mileage and 
add more power to the engine. One 
of the greatest claims for it is that 
it will prevent fire due to back-firing 
of the engine. | 

The “Gasco” is made in nine sizes. 
The 1, 1% and 1% in. sizes retail for 
$1. The 1%, 1% and 1% in. retail 
for $1.25 and the 1%, 2 and 2% in. 
for $1.50. 


THE IN Vu COMPANY, Rochester, 
N. Y., has filed articles of incorpora- 
tion, capitalized at $50,000, to manu- 
facture mail boxes, building novelties, 
etc., and will equip a plant. H. P. 
Sickels, 399 Alexander Street, J. J. 
Mason and J. E. Embrey, Rochester, 
are the incorporators. 





Avery Spring Lubricator 
The Northwestern Chemical Com- 


pany, Marietta, Ohio, recently ob- 
tained exclusive control over’ the 


SPREAD. THE 
LEAVES APART 
WITH THIS. - 


The Avery” spring leaf lubricator 


Avery spring lubricator, formerly 
known as the Rideover spring lubri- 
eator. This device consists of cloth 
strips saturated with a composition 
of graphite and other materials, which 
are placed between the leaves of the 
springs, and according to this com- 
pany eliminate the squeaking in addi- 
tion to making the car ride more 
easily and prolonging the life of the 
springs. A clamp is furnished with 
every spring lubricator with which to 
spread the leaves apart, as shown in 
the accompanying illustration. When 
this is done the lubricator strips can 
be easily slipped between the leaves. 


Automobile Accessory 
Catalog 


The sixteenth annual catalog of the 
Gibson Company, Indianapolis, Ind., 
published recently, is a very compre- 
hensive reference book of automobile 
accessories. It is of convenient size 
for either hand or desk use, and is 
neatly printed on good quality paper 
with an attractive three-color cover, 
and its 383 pages are very well illus- 
trated. The descriptions of the va- 
rious articles go thoroughly into de- 
tail, making the catalog valuable for 
reference. 

Attached to the under side of the 
front cover is a sticker calling atten- 
tion of dealers in Indiana, Ohio, Ken- 
tucky and Michigan to the nearest 
distributing agencies, located as fol- 
lows: Gibson Overland Company, 
Muncie, Ind.; Logansport Overland 
Company, Logansport, Ind.; Vin- 
cennes Overland Company, Vincennes, 
Ind., and the Gibson Company, Dan- 
ville, Ill. 

The first two pages are detachable 
and contain the trade discounts on 
both the regular accessory lines and 
on “Falcon” process tires and tubes. 
There is also a page devoted to parcel 
post rates from Indianapolis to the 
larger towns in the different States. 

Special attention is called to the 
special trademarked goods of this 
company, sold under the name of 
“Gibson Quality,” and also to “Fal- 
con” tires, the sale of which is con- 
trolled by the Gibson Company. The 
manufacture of these tires is ex- 
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plained in detail and dealers are fur- 
nished with much valuable selling 
information. There is a special de- 
partment devoted to accessories for 
Ford cars. : 

The catalog is equipped with a com- 
plete index and carries several pages 
of useful information for accessory 
dealers. Order blanks and addressed 
envelopes are included with the book. 


“‘Water-Shed” Paste for 
Windshields 


The C. O. Thomas Company, New 
York City, recently put the “Water- 
Shed”. paste for automobile wind- 
shields on the market. It is claimed 
that when this paste is applied to the 
windshield water cannot form ion it 
in drops, thus preventing it from be- 
coming blurred by driving rain or 
sleet in stormy weather. The “Water- 
Shed” paste retails for 25c. a tube. 


V-Ray “Mogul” Spark Plug 


The V-Ray Company, Marshall- 
town, Iowa, recently put the V-Ray 
“Mogul” spark plug on the market. 
This plug, according to the fmarnufac- 
turer, is made exceptionally heavy. 

















The V-Ray “Mogul” spark plug 
The core is made of “Petriflint,” 
which is a special product used in all 
V-Ray porcelain type plugs. Genuine 
violet ray alloy is used for the elec- 
trodes and is guaranteed to resist 
super-heat in motors. The plug is 
marketed in four sizes, % in., %-in. 
extension, %-in. S. A. E., and %-in. 
S. A. E. extension. 


Friestedt Rim Contractor 
Improvement 


The Friestedt Rim Contractor Com- 
pany, 2942-2944 West Lake Street, 
Chicago, Ill., has recently made im- 
provements in the Friestedt rim con- 
tractor for straight side and clincher 
split rims, which was described in 
HARDWARE AGE of Feb. 24. At that 
time this device was made for use 
only on Kelsey and Stanweld rims. 
The recent improvements allow it to 
be used on Baker, Firestone, Kelsey 
and Stanweild rims. 
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CARBURETORS 
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On the face of it you might think that since 


Car Owne rs Buy every automobile is equipped with a carburetor 


by the factory, there isn’t much chance of sell- 


Many Thousand ing the owner a Rayfield carburetor. 


But thousands are sold every month. 


R a y f i C l d C af- The reason is that most factories use much 


b less efficient carburetors because they cost less. 
uretors Every Surprising, but true. 


y Then with the present high-priced and low 
ear. efficiency fuel, the motorist is constantly on the 


alert to cut his fuel bills as well as better his 
cars performance, and the best move he can 


Yo uow Z h t t O a amply proves, is to get 
have your share a Kaynheld carburetor. 

P fi This makes the Rayfield market. It is uni- 
of this business. versal today. You can sell Rayfield car- 


buretors easily, if you give them a fair chance. 
They are profitable, simple, and the most 
efficient in the world. 
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Here's something that may have been escap- 
ing your attention. You ought to carry Ray- 
fields as your leader in automobile accessories. 


We stand behind all our dealers and help 
them whenever they ask. But they don’t need 
much assistance, for Rayfields sell readily, give 
a good profit and make the owners happy. 


You ought to be in this. 


Send us your name for our dealer’s proposition 


FINDEISEN & KROPF MFG. CO. 


2143 Rockwell Street, CHICAGO 
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NOTES OF THE RETAIL HARDWARE TRADE 


FORGET, SASKATCHEWAN.—Sarah E. Dalquist has sold 
her stock of hardware to the Forget Implement Company, 
Ltd. The name of the firm will be changed to the Forget 
Trading Company, Ltd., and its business will be wholesale 
and retail. Catalogs requested on a general line of imple- 
ments and hardware. 


REGINA, SASKATCHEWAN.—The Wood Hardware Com- 
pany has opened a hardware store. The stock will consist of 
the following: Baseball goods, bathroom fixtures, belting and 
packing, builders’ hardware, building paper, churns, cutlery, 
dairy supplies, dog collars, electrical household specialties, 
fishing tackle, hammocks and tents, heating stoves, home bar- 
bers’ supplies, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods and washing machines. 
D. F. Bolster is manager. 

MONTGOMERY, ALA.—John R. Gamble of the Gamble 
Hardware Company, wholesale and retail, Wetumpka, has 
bought the interest of John W. Tullis in the Tullis Hardware 
Company, which will hereafter be known as the Tullis-Gam- 
ble Hardware Company. Clayton T. Tullis is president of the 
new company and Mr. Gamble is vice-president. The business 
of the Gamble Hardware Company at Wetumpka will 
taken over, while that branch of the company located at 
Alexander City will be conducted independently. 

SAN FRANCISCO, CAL.—Joost Bros., Inc., for many years 
at 1274 Market Street, have found it necessary to increase 
their space. ‘They have moved to new quarters at 1053 Mar- 
ket Street, where they have a floor space of 50x 165 ft. and 
a mezzanine floor 10 x 320 ft. Many new lines have been 
added to their regular stock, including vacuum cleaners, 
sporting goods, stoves and ranges, aluminum ware, etc. 

CAMP POINT, ILL.—The Curry Hardware Company has 
been incorporated with a capital of $5000. The incorporators 
are William J. Kenrick, M. Henry Guerin and William G. 
Farnsworth. Catalogs requested on general hardware and 
galvanized roofing. 

HEBRON, ILL.—Edward Fardy and C. Vick have started 
in business under the name of Fardy & Vick. inom will deal 
in bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, fishing tackle, furnaces, galvanized 
and tin sheets, gasoline engines, hammocks and tents, heat- 
ing stoves, heavy farm implements, heavy hardware, iron 
beds, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, plumbing department, poultry supplies, prepared roof- 
ing, pumps, ranges and cook stoves, refrigerators, shelf hard- 
ware, sporting goods and washing machines. 

POLO, ILL.—O. G. Owens has purchased the hardware 
stock of James Hemphill, and is now in possession. 

VINCENNES, IND.—John W. Emison has purchased the 
interest of Mr. Nicholson in the firm of Emison & Nicholson, 
and will continue the business under his own name. 


WESTVILLE, IND.—The hardware store of Harold & 
White has been sold to the Westville Hardware Company. 


ARLINGTON, IOWA.—The implement and hardware 
stock of J. C. Wilken, in business for the past 24 years, is 
now in the possession of W. Copler, who requests catalogs on 
automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
toys and games, wagons, buggies and washing machines. 

BATTLE CREEK, IOWA.—B. Vollertsen has engaged in 
the implement business. 

BEAVERS, IOWA.—E. A. Stevens has bought the stock of 
baseball goods, dog collars, builders’ hardware, fishing tackle, 
ranges and cook stoves, mechanics’ tools, sewing machines, 
etc., of W. U. Millhouse. 

BEECH, IOWA.—The hardware and lumber stock of O. 8. 
Odell is now owned by J. C. Knox, who requests catalogs on 
power washing machines and gasoline engines. 

BOUTON, IOWA.—I. E. Dissinger is purchaser of the hard- 
ware business of H. Carris. 


CLIMBING HILL, IOWA.—A hardware store has been 
opened by O. E. Hanner. He will carry a line of base- 
ball goods, belting and packing, buggy whips, builders’ 


hardware, building paper, cream separators, cutlery, dairy 
supplies, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, harness, heating stoves, heavy farm imple- 
ments, kitchen cabinets, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poultry supplies, pumps, 
ranges and cook stoves, sewing machines, shelf hardware, 
sporting goods, wagons, buggies and washing machines. Cata- 
logs requested on stoves and harness. 

FAIRBANK, IOWA.—The Lehmkuhl and Fratzke hard- 
ware store has been sold to L. T. Miller & Son. 

GIBSON, IOWA.—wWilhite Bros. request catalogs on hard- 
ware. 

HAMLIN, IOWA.—Nels Mortensen has disposed of his 
stock of hardware and implements to McEvoy & Johnson. 
The new owners request catalogs. 

PANORA, IOWA.—E. 8S. Waples 
Waples. 

ROSSIE, IOWA.—The implement business of Bailey Bros. 
& Albers has been bought by O. R. Thomas. 

GARDEN CITY, KAN.—Burns & Goulding have estab- 
lished themselves in business, carrying a stock of bath- 
room fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, churns, cutlery, dog collars, fish- 
ing tackle, furnaces, galvanized and tin sheets, gasoline en- 


is successor to O. T. 


gines, hammocks and tents, harness, heating stoves, heavy 
hardware, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, silverware, sport- 
ing goods and washing machines. 


PHILLIPSBURG, KAN.— Theodore Smith & Son have pur- 
chased the hardware and implement stock of I. D. Thornton, 
and consolidated it with their Glade store. 

PARSONS, KAN.—The Steele Hardware Company of 1726 
Main Street has made a number of changes in the arrange- 
ment of its stock which gives it additional floor space besides 
improving the appearance of the store. 

- BRIDGTON, MAINE.—The hardware department of Davis 
& Dow is now owned by the Wales & Hamblen Company. 

BAD AXE, MICH.—Arthur Dundas is the new owner of 
the Lankin & Dundas hardware ‘and plumbing business. 

BAY CITY, MICH.—F. W. Bradfield, secretary of the Bay 
City Hardware Company, has disposed of his interest to the 
other stockholders, R. V. Mundy and Frank H. Stover. Mr. 
Bradfield, who has been associated with the business since 
its organization in 1895, will retire. The company does both 
a wholesale and retail business. 

BARNUM, MINN.—Edward Woodbury has disposed of his 
hardware stock and lumber business to the Harvey Lumber 
Company, whose general office is at Duluth. 

ELBOW LAKE, MINN.—O. H. Belgum has bought an in- 
terest in the Elbow Lake Hardware & Lumber Company, 
and tues be in charge of the hardware and furniture depart- 
ments. 

FRAZEE, MINN.—W. A. Hoffmann has started in busi- 
ness, carrying a complete line of hardware, etc. 

GRACEVILLE, MINN.—The Beaulien Costello Company 
has begun the erection of a new building. It is expected to 
be ready for occupancy about July 1. 

ESCANABA, MICH.—Frank J. Hamacher’s interest in the 
Escanaba Hardware Company has been purchased by Hughitt 
Bros. No change takes place in the firm’s name. 

HOLLAND, MINN.—Doonan Bros. are successors to Wal- 


ters & Boehmke. Catalogs requested on automobile 
accessories, baseball goods, bathroom (fixtures, belting 
and packing, bicycles, bugg whips, builders’ hard- 
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ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
toys and games, wagons, buggies and washing machines. 

LISMORE, MINN.—Lais Bros., dealing in shelf and heavy 
hardware, are owners of the hardware business of R. N. 
Hensen. 

WHITE BEAR, MINN.—F. E. Lindgren has purchased the 
interest of his partner, Herman Benson, in the White Bear 
Implement Company. 

NASHVILLE, TENN.—The Deeds & Jordan Company has 
opened a hardware store at 152 Second Avenue, where its 
buggy, wagon and farm implement departments are located. 
The company does both a wholesale and retail business, and 
requests catalogs on buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, cutlery, dairy supplies, fishing tackle, 
gasoline engines, harness, heavy farm implements, heavy 
hardware, lubricating oils, mechanics’ tools, prepared roofing, 
pumps, sewing machines, shelf hardware, silverware, sport- 
ing goods, wagons, buggies and washing machines. 

PALACIES, TEX.—The Traylor Hardware Company is 
now in charge of the hardware business of Tatum & Sons. 
Catalogs requested on automobile accessories, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy sup- 
plies, fishing tackle, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, 
paints; oils, varnishes and glass, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, toys, 
games and washing machines. 

ANACORTES, WASH.—Daveys Bros. have moved to The 
Empire Building, First and Commercial Streets. 

BALDWIN, WIS.—The Bliesner-Larson Company has been 
incorporated with a capital stock of $20,000 to deal in auto- 
mobile accessories, belting and packing, buggy whips, build- 
ers’ hardware, cream separators, electrical household special- 
ties, fishing tackle, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heavy 
farm implements, heavy hardware, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, pumps, sewing machines, shelf- hardware, sporting 
goods, wagons, buggies and washing machines. The in- 
corporators are H. B. Bliesner, O. A. Larson, Julia Bliesner 
and Permilla Larson. 

COBB, WIS.—George D. Garner has bought the hardware 
stock of D. E. Bennett. 

DENMARK, WIS.—The Kriwanek Bros. Company has in- 
creased its capital from $25,000 to $75,000. Catalogs re- 
quested covering hardware, automobiles, implements, etc. 

HIGHLAND, WIS.—Albert Drone has disposed of his 
hardware store to Philip P. McGuire, who requests catalogs 
on pumps and plumbing supplies. 

LIME RIDGE, WIS.—tThe stock of belting and packing, 
cream separators, fishing tackle, mechanics’ tools, washing 
machines, builders’ hardware, etc., of Reinie & Son, is now 
owned by Frye Bros. A new brick store building has been 
erected by the purchasers. Catalogs requested on plows. 

ST. CLOUD, WIS.—Dreifuerst Bros. have added a com- 
plete line of furniture to their general stock. Catalogs re- 
questegl. 
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Your 
Shoemaker 
Me — has a lesson 
a ee ee for You! 
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For centuries shoe dealers the world over have been 
waxing their thread. If you ask one why, he will 
tell you that waxing the thread adds tensile strength 
to it—that it gives the shoe more buoyancy, makes it ' | f 
more easy to bend, and makes it possible to sew a 
light top to a heavy sole. He will tell you it gives 
life, strength and endurance to the shoe. 


Miller told the world the value of wax in a tire, made 
the world realize that cotton fabric and not the rubber 
was the backbone of a tire. The Miller Method of 
vulcanizing a tire retains the natural wax and oil 
in the cotton fabric; it doesn’s cook these life-giving 
properties away like some processes, but retains the 
strength for wear on the road. That is why 


Miller 


Geared to the Road Tires 


are ‘‘brimful of mile muscle.’” That is why they 
give users excess mileage and freedom from tire The 
trouble; that is why they are the best tires in the Miller Plan 


world for hardware dealers to sell. , 
of selling tires 


A hardware dealer requires a tire that gives the 
maximum of mileage and satisfaction to his cus- 
tomers, good profit to him and, of equal impor- 
tance, a tire that the user is not constantly bring- 
ing back for adjustments, etc. Miller Tires are 


that kind. 


is different from 
others and better. 
Write at once and let 
us tell you why the 
Miller proposition 
offers the great- 


est opportu- 


The Miller Rubber Co. 
Akron, O. 


nity for you. 
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TOOL CO., Louisiana, Mo., U. S. A. 


Manufacturers 


FS “HIGH-GRADE TOOLS FOR HIGH-GRADE WORKMEN” 








Lp 



















“‘Neverslip’’ Wrenches Adjustable S Wrench 


Combination 
Pliers 





Engineers’ Wrenches 


Cotter Pin Tool. \ 


CARPENTERS’ PINCHERS Three-Cornered Auto Scraper 














| HANDLE A LINE OF TOOLS THAT WILL PLEASE YOUR CUSTOMERS 





i a 
eo D 


rbon Scraper Set. = — ae Curved Bearing Scraper Set 


Ca 


- 


Sickle Section or Pin Punch 











Ball Pein Hammer 
Quality Unsurpassed 





No One Ever Made a Reputation Selling Poor Tools—You Can’t—We Can’t 








BUFFUM TOOL COMPANY _racrory-LOUISIANA, MISSOURI 


AGENCIES 








W. Gause Co., No. 693 piteste St., San Francisco, Cal. © E. C. Bonniwell, No. 2637 Humbolt Ave. S., Minneapolis, Minn. 
SB. & Smead, No. 6 East Lake St., Chicago, Tl. L. A. Benson, Knickerbocker Bidg., Baltimore, Md. 
Southwestern Sales Co., No. 1312 Busch "Bldg, allas, Tex. ie ae Waterhouse, No. 813 W ainwright Bidg., St. Louis, Mo. 


C. S. Lawrence, Eastern Agent, 117 Ghambers St., New York, N. Y. 
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TWO DOLLARS A YEAR 
TEN CENTS THE COPY 





rdware | 
Age 


Our Dealers Get 
the Utmost Profit 


under our plan of marketing through dealers in a direct 
manner, which provides exclusive territorial arrangements 
and the greatest protection both to dealer and consumer. 


To appreciate the potential significance of this selling 
plan, dealers have: only to bear in mind the tremendous 
popularity of Pennsylvania 


VACUUM CUP 


Red ©) Tread 


BICYCLE TYRES 
AND 


MAY 18TH, 1916 
VOLUME 97: NUMBER 20 








PENNSYLVANIA 
*THREE * STAR* 
BICYCLE TIRES 


Your territory may still be open, and we urge you to write TODAY, Dept. S, 
for full plan particulars, which assure the greatest profit on the greatest line of 
quality bicycle tires on the market. 


PENNSYLVANIA RUBBER COMPANY, Jeannette, Pa. 


Direct factory Branches and service agencies 
throughout the United States and Canada 








Table of Contents, Page 51 Index to Advertisers, Page 99 
Situation and Help Wanted and Business Opportunities, Pages 120 and 121 
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A CO ror utation dons ‘could th at 
attaches to 1S47 ROGERS/ BROS. 
silver plate: is the supreme Consider 
ation’in the pedgineg has i 
whe 
attorns to moot Overy tast and 


requirement of furnis ss 


Sold by ay doshee Sond for illustrated catalogue. 





INTERNATIONAL SILVER_COMPANY - MERIDEN, CONN. 


uccessor to Meriden Britannia Cd 


CHICAGO 


NEW YORK SAN FRANCISCO HAMILTON, CANADA / 


She Warlds Largest Makers 


of oe Silver and ‘Plate 
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Every motorist can recall a string of little emergencies, each one sure 
proof that the Bigger Emergency may lie just around the corner. 
_ When the Big Emergency comes for you, will your brakes hold? Will 
they? 
You may have a 40 H. P. motor but you can’t use any of that power 
to stop the car. Your power is a liability when your brakes fail. 


Brakes fail when the lining is worn out. Do you know what kind of 
lining is on your car? When it’s on'y half brake lining, brakes fail with- 


out warning. 





herimoas 
HYDRAULIC COMPRESsep 
Brake Lining-100% 


Brake lining that is not 100% is into a solid substance of uniform 


like a heart failure. A sudden density. It contains 50% more 
shock—a Big Emergency—may material foot for foot than do other 
mean death. kinds. Watch your brakes—re- 
Thermoid Brake Lining has 100% member that without a lining they 
gripping and holding power even are not brakes at all. Consider, 
when it is worn paper thin. too, how much better it is to see 
That means that lined with Ther- they are lined with Thermoid Brake 
—_ your brakes will hold, not only Lining _— to vanced a finely 
when you are just stopping your car equipped motor crumpled into junk 
but when you have to stop quick or in an instant, or to have to race to HYDRAULIC COMPRESseD 
hit something. a hospital with a child or adult you Brake Lming-100% 
Thermoid wears because it is would not have hit if your brakes 
cured under hydraulic compression had held. 








OUR GUARANTEE 


Thermoid will make good or we vill 
Thermoid Brake Lining is abso- 
lutely guaranteed to give more sat- 


hermoid Rubber Compang 


Tr enton, N. J. other lining manufactured. Not 
affected by heat, oil, water, gasoline 


Makers of Nassau Tires and Thermoid Garden Hose or dirt. 
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Scientific 
Heat 
‘Treatment No Expense 
Has Has 
Increased Been Spared 


to 
Improve 
Its Sterling 
Value 


_ Its 
Strength 


and 
‘Toughness 








See How It Holds Tight 


Seventeen hundred pounds is a big strain upon 
any wrench, but this illustration shows how little 
effect that weight has on a 14” “Genuine Walworth 
Stillson Wrench.” 


The superior quality of a Stillson is shown not 
only by test, but by service as well. The Stillson 
service has extended over a period of nearly half 
a century. 


Made with only four parts. Sizes 6” to 18” with 
wood handles; 6” to 48” with steel handles. It is 
the old reliable. 
















Order now from your jobber. 


Walworth Mfg. Company 
Maker of Stillson Wrenches Since 1868 
Boston, Mass. 


NEW YORK BRANCH CHICAGO BRANCH 
19-21 Cliff Street ° 11-17 So. Des Plaines Street 
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Why the Coes 
Costs More 


Not because it is put up in an elaborate pack- 
age that costs about 5% of the total. 





Not because we have to offset a big advertis- 
ing expenditure. 


Not because we maintain an expensive sys- 
tem of distribution and have to tag a few 
‘‘extras’ onto the cost of the wrench itself. 


No, these are none of the reasons why the Coes costs 
more than other wrenches. Our packages are as simple 
and unassuming as possible—we would rather put the 
quality into the wrench. We consider the wrenches we 
sell our best advertisements. And to complete the circle, 
that is why most jobbers carry the Coes goods and make 
Coes distribution inexpensive and speedy, to all points 
on the map. 


The Coes has proved itself 30% stronger than any 
other wrench. That is why the Coes costs more and 
why an increase of only 5% over the average price is 
more than justified. 


Coes Wrench Company 


Worcester, Mass. 


AGENTS: 


J. C. McCARTY & CO., 29 Murray St., New York 
J. H. GRAHAM & CO., 113 Chambers St., New York 
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There is a demand for good ser- 
viceable sets of tools for beginners 
in shop work. It will pay you to 
be ready for this business. B. & S. 
tools give permanent satisfaction. 





The Technical Schools 
Graduate Classes Soon— 


There’s Another Chanceto Make 
a Number of Profitable Sales 


from your line of Brown & Sharpe Tools. In June thousands of young 
men all over the country will complete their technical courses and take 
up actual shop work. Many of the boys who have not yet finished 
their courses will work in the machine shops during vacation. These 
young men need tools to handle their practical work. Your stock of 
Brown & Sharpe Tools offers everything they could possibly need. Espe- 


cially suitable are the 
Brown & Sharpe Sets 
of Standard Tools 


for students and apprentices. These sets are made up from 
tools taken from our regular line and are those which have 
proved essential to the equipment of a beginner. Being of 
standard.-B. & S. quality they are accurate, handy and durable 
and will give lasting satisfaction. A sale of one of these sets 
means the beginning of a tool kit. New tools will be added 
from time to time and from whom will they be bought? The 
dealer who sold the set which gave satisfaction. Feature 
these sets in your advertisements. It will pay you well. 
Electrotypes illustrating both sets sent free on request. 


Brown & Sharpe Mfg. Co. 


PROVIDENCE, R. 1, U.S. A. 
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Are You Selling This Marvelously 
Practical Combined Tool— 


The Stewart Handy 
Worker? 


This big, strong, sturdy, everlasting, combined tool weighs 90 
pounds, boxed, and sells to the user for $12.50. Here’s what it 


includes: 





A strong and powerful steel-faced vise, up to 414 inches; width of 
jaw, 4 inches. 


Cutting hardie. 

Steel pipe vise for pipe up to 14% inches. 
Two-speed drill press. ; 
Strong, sturdy anvil. 


Corundum grinding wheel, 5in.xlin. Three speeds: direct, 4 to 1, 
and 16 to 1. 


The most satisfactory thing we can say about it is that purchasers every- 
where like it. 


There’s a very satisfactory profit to you in every sale. 
From your jobber or direct. 


Chicago Flexible Shaft Co. 


606 No. La Salle Street, Chicago 


New York Branch: 16 and 18 Reade St. 








re 
> 





ee 


- #8 
: 


a 
& 

















? 
fr 


A Perfec 


pllincepnctncnenadianstonat a 








8 HARDWARE AGE May 18, 1916 


ATKINS 















Saw for 
Every 
Purpose 


Keg; 


‘Finest on Earth’’ 


E.C. ATKINS & CO., Inc. 


The Silver Steel Saw People 
MINNEAPOLIS CHICAGO 


Home Office and Factory, Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
Branches carrying complete stocks in the following cities, Address E.C. ATKINS & CO. 


ATLANTA NEW ORLEANS PORTLAND, OREGON SEATTLE SYDNEY, N. S. W. 
MEMPHIS NEW YORK CITY SAN FRANCISCO VANCOUVER, B.C. PARIS, FRANCE 
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VELVET 


NASTORE 





Noiseless! 


‘Silence is golden.” That is the principle on 
which these casters work. They do not speak, pre- 
ferring to allow their good points and features to 
do it for them. 

Their frictionless bearings prevent noise. They 
cannot scratch or mar highly finished floors. The 
roller axle is three times the size of ordinary wire 


rivets used in other casters—built extra strong to 







WHT] 


WHI 


stand a heavy strain. 


They Sellas Easily 
as They Roll 


and that is saying a whole lot. 
Tell your customers how easily 
and noiseless the Diamond Vel- 
vet Casters are, and they will be 
interested. Just examine a 
sample Diamond Velvet Caster. 
It will appeal to you. We will 
send that sample on request. 
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M. B. Schenck | a 


Company pene 


a= 2. No metal contacts. No wearing of 
= metal against metal. 

= * 3. Hub shape bearing distributes friction. 
Meriden, Conn. 4. Vulcanized cotton bearing. 
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A DOUBLE PROFIT FOR YOU IN THE 


A profit on the sale—another on the installation. 


It can be easily and quickly installed in any house which 
is provided with a circulating water supply. 


The New Perfection Water Heater is just as reliable, just 
as durable and satisfactory as the New Perfection Oil Cook 
Stove, of which over 2,000,000 are now in use. This heater 
is equipped with the same famous long blue chimney 
burners as the New Perfection Oil Cook Stove. 


OT ERS II AE NSO ORGS ELOISE SI 


A few minutes after the burners are 
lighted there is enough hot water to 
wash dishes—in a very few minutes 
more, enough fora bath. Fuel cost 
only one-third that of a gas heater, 
using manufactured gas. 


Just the thing for homes with run- 
ning water but no /ot running water. 
Especially in the summer time when 
many housewives let the fire in the 
coal range go out and do the cooking 
on an oil stove. 


A NATIONAL 
ADVERTISING CAMPAIGN 


The advertising of the New Perfection Water 
Heater in the Saturday Evening Post, Country 
Life in America, and many other national 
magazines is bringing business to dealers 
handling this device. 


Write today to Dept. S for 
free catalogue and com- 
plete information. 


THE CLEVELAND 
, FOUNDRY COMPANY 
Tank and 7336 Platt Ave., Cleveland, Ohio 


Piping not 
Included. 
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| WIRE SCREEN CLOTH 
| : Heavy Zinc Coated 
AFTER WEAVING 
: 
: 12 Mesh—14 Mesh—16 Mesh—13 Mesh Extra Heavy 
, e 
| There are much wider varia- 
] tions of quality in the class of 
| Galvanized - After - Weaving 
| wire screen cloth than in any \hew 
| : | other grade. | SCREEN 

ee CLOTH. [4 €S Cort 

ele | i For many years OPAL has i esate st 
7g ‘ been the standard by which f 
’ all others are judged. 

| ORDER THROUGH YOUR JOBBER 
i N York Wire Cloth C 
| New Yo ire Clo O. 
| 233 BROADWAY, NEW YORK WORKS—YORK, PA. | 
nal 
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BRAND * 


Trellises and 
Trellis Arch 





Sold Through Hardware Dealers 


Year by year we have been telling prop- 
erty owners the advantages of Excelsior 
Rust Proof Wire Trellises, Arches, Flower 
3ed Guards, Tree Guards and Fences. We 
have shown them that they are the only 
fences made entirely of large smooth wires 
unweakened by bends, wraps or twists, with 
the wires held tight at every joint by our 
patent steel clamp, and that the fabrics are 
rust proof because galvanized after making. 


All these facts have been spread broadcast 
by our national advertising campaign. 


This spring the Excelsior Rust Proof 
Fencing will sell better than ever before. In 
all our advertising to the property owner we 
advise him to ask his hardware dealer for 
the Excelsior Brand. Supposing the people 
in your town ask you? Can you serve them? 
If you haven't stocked up already write your 
jobber. In case he cannot supply you, write 
us his name and vour requirements. 


Wright Wire Company 


Worcester 


Boston 
Chicago 


New York 


Mass. 
Philadelphia 


San Francisco 
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Cortland 
New York 


Wickwire 
Brothers 


Inc. 


There’s more than one reason for the popularity and selling strength of Wickwire product, but 


all of them can be traced back to the idea of giving the best value and highest quality possible. 
We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
In short, we control every step in the manufacture, and therefore can regulate the quality from 
Ask your jobber for prices. 


etc. 
the beginning to the end. Nothing but the best is allowed to pass. 
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i 
FROM THE LARGEST TO THE SMALLEST, 
from the highest grade to the least expensive, every requirement of 
your trade can be met by 

SN} PADLOCKS 

| For those who want the best, For those who do not need the 

: strongest and safest strength and security 

1 you can supply the Sargent Cylinder Pad- of the Sargent Cylinder Padlocks we have a 
locks, which are made in various sizes both EE RS 
plain case and ornamental. The outer case S Bes ccna! ee 4 
of these Padlocks is heavy, tough bronze vary in size, style, finish and price, but each 
that fully protects the inner working parts; type contains improvements and features 
the shackles are bronze and steel ; the pin- that make them particularly good sellers. 
Here er eye tent he ighe ee™® For detailed description with full infor- 

You can guarantee Sargent Cylinder Pad- mation regarding these goods see pages 

locks in every respect. 1020 to 1065 of the Sargent Catalogue. 

| SARGENT & COMPANY 

: Makers of Quality Padlocks, Locks and Hardware 

| NEW HAVEN, ‘CONN. 

NEW YORK BOSTON CHICAGO 
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Cyclops Nail Puller 


Retails for $1.00 





‘‘ Look at the Eagle Beak Jaws”’ 


A FEW SELLING POINTS: 


No springs to break. 
Will not turn in the hand. 
Unobstructed view of nail. : 

Sack canteen enn talents Union Hardware Company 
Jaws grip beneath nail head. 


Manufactured by 


Oblique delivery of ram blows. Torrington, Conn., U. S. A. 
Handle prevents bruised hands. 
Will not roll off inclined surfaces. New York Office : $9 Cheehems: Qiteet 


Length 18 in. Weight 414 lbs. ea. 
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First in Mind for 
Quality and Service 


U can’t discount the value of a good name, 
and when it comes to files the name that 
means the most for quality, service, economy 


and satisfaction is “ NICHOLSON.” 


NICHOLSON FILES have stood the test of time. 
Each passing year has strengthened their reputa- 
tion—and they have been before file users for over 
half a century. 






























You need only to inspect the quality of workmanship of 
a NICHOLSON FILE to appreciate that the NICHOL- 
SON brand is a genuine leader. Your customer needs 
only to try them to appreciate their keen cutting 

qualities. } 





Write for a complete catalog. It is easy to say 


“NICHOLSON” to your dealer. Try it—soon. 


Nicholson File Company 


PROVIDENCE, R. I., U. S. A. 
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TRIMO TOOLS 


Nut with Nut Guards 


B” sure to ask 
for the Trimo 


Wrenches, both Pipe 
and Monkey. They 
are equipped with 
Nut Guards that 
prevent the acci- 
dental turning of 
the adjusting nut in 
close quarters, and 
with Steel Frames in 
the principal size that 
will not break. 


Send for Catalog 
No. 133 


TRIMONT 
MFG. CQO. 


55-71 Amory Street 
Roxbury, Mass. 
U.S. A. 
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Stanley Tools 











AILEY IRON PLANES 


‘“Bailey”’ Iron Planes have been in use for nearly fifty 
years and are the recognized standard for Planes of this 
type. 

While retaining all the original features, many valu- 
able improvements in construction have been added from 
time to time. Only the finest materials and the best 


workmanship are used in their manufacture. 


Always insist that your order be filled with 
Planes made by THE STANLEY RULE & 
LEVEL CO., which carry with them a GUAR- 
ANTEE backed by a Company that has been 
manufacturing Carpenters’ and Mechanics’ 
tools for over half a century. 


rect STANLEY Rute & Lever Co. sae 
New Britain. Conn. U.S.A. over 
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Reactionaries Please Ignore 


This argument pays dealers 
for thought and action only 


Would your local customers answer our national adver- 
tising, wait for complete information, forward direct 
orders, await deferred shipments, pay us your full retail 
price and transportation besides, if their desire for the 
equivalent of “AGRIPPA” Tool Holder value was imme- 
diately available at your store? 

If so, does it reflect credit or discredit upon you, them 
or us? 

Would they do it a second time if the holders you 
offered compared favorably with those we sent? 

To answer “yes” may accuse your patrons of folly or 
concede you do not fully co-operate with them. We prefer 
to believe it progressiveness on their part and oversight 
on yours which you will desire to correct today. 

When most of your own customers prove for them- 
selves, as many of them have done, that 


Williams’ ““AGRIPPA”’ Tool Holders 


“THE HOLDERS THAT HOLD” 


excel all earlier tool holders in many ways, some through 
stronger resistance or less liability to destruction, others 
through greater versatility of performance, their require- 
ment for fewer parts or less preparation, while all combine 
one or more of these and other benefits with greater 
economy in expense and greater endurance, won't they 
appreciate your co-operation through carrying them in 
stock? 

It is true that no new line immediately satisfies every- 
body but successful merchants satisfy progressive buyers 
first and their other customers either follow progress or 
are overrun by it. 


We have ways of co-operation with our dealers. 
May we explain them? 


ANALYZE—ANSWER—ACT ! 











Western Office and Warehouse, 36A South Clinton Street, Chicago, III. 
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Put In This Line 


You Can Guarantee It 








If the customer to whom you have 
sold a Union Caliper Co. product 
should bring a tool back and complain 
because it did not work right, you can 
fix him up in a minute and send him 
away pleased. He gets a new tool if 
the one he brings back did not do the 
work for which it was intended. 

We furnish the highest possible 
quality of goods at reasonable prices. 
Every tool is guaranteed. It is pos- 
sible for us to do this, because we use 
extreme care in every detail during 
the process of manufacture. 

The Union line should be on your 
shelves. Ask us what we are able to 
do for you. It will interest you. Re- 
member that we guarantee our prod- 
uct to both the dealer and the user. 


















































Union Caliper Co. 


Orange, Mass. 


GENERAL SALES AGENTS: 
Surpless, Dunn & Co., 74-76 Murray St., New York.—34 N. 
Clinton St., Chicago, Il. 
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—opens up new territory 


Not only does this Studebaker Delivery 
Car at $875 cost less than horses and 
wagons in actual expense paid—but it 
cuts the cost in another way— by getting 
NEW business. 


The additional speed of this car and its 
stamina, its disregard of weather and dis- 
tance makes it possible for you to make 
deliveries in the suburbs where now it 
costs too much, takes too long to deliver 
by horses and wagon. This increased 
volume on the same expense represents 
one of the big economies that a Stude- 
baker Delivery Car insures you. 










Hardware dealers all over the country are 
using Studebaker Cars for deliveries, cutting 
costs, giving BETTER service. They know that 
with Studebaker’s half a century of delivery 
vehicle experience back of it, this caris built with 
a complete knowledge of delivery needs. 
They know that with the experience of manufac- 
turing more than 240,000 motor vehicles, this car 
is simple, easy to operate, ECONOMICAL and 
reliable at all times. 











And most important of all, they know that it cuts 
the cost of deliveries from 2c to 6c per package. 
We can give you exact figures on YOUR deliv- 
ery costs and how much this Studebaker will save 
YOU. See the Studebaker dealer or write us for 
interesting facts and figures. 


STUDEBAKER 


South Bend, Ind. 
Detroit, Mich. Walkerville, Ont. 


| Address all correspondence to Detroit 4 87 5 
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ty The Oscillator 
= : Vacuum Washer 





ar 


| 


Ca A Demonstration 
inn nat Means a Sale 


No woman who dreads wash- ) 
; ee day as a day of drudgery can 
ee listen to an explanation of | 
= . the workings of the 


Oscillator Vacuum Washer 


OO IP ELD 


without buying one. 

— One sold creates the strongest 
kind of mouthto mouth adver- 
tising because it gives its users 
100% satisfaction. 


We make Hand, Electric and En- 
gine Power Washers complete 
ic] fe with 3 Tub folding bench. Sold 
oe | on 30 days’ trial and positively 


a iw oy oz wrinner guaranteed. 


Connection 


Write for prices and our exclusive 
“Ask the woman who uses one”’ agency proposition. 


KIEL MANUFACTURING COMPANY, Albert Lea, Minn. 




















Show these critical women customers of 
yours what the Voss Platform Washer looks 
| like. Invite them into your store and make 


; ‘ them see the conveniences and exclusive fea- 
D isplay One In tures this Washer offers. They will be quick 
e to see and appreciate what it will do. 
your window 





See te ee eS 





By our system the washing travels straight 
from one end of the machine to the other 
and the wringer goes with it, or from wash tub 
; to clothes basket without a lost motion or an 
t extra step. 


Please remember that every machine is 


| V Oss Br Os. Mfg. ¢ O. guaranteed against defective workmanship 


and material. If you want prices and infor- 


i Daven port, lowa mation ask.for them—but do it today. 
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“Real Solid” AluminumW are 





| is noted for its exceptional wearing “Real Solid” Ware has no seams to 

| qualities. It is stamped (not spun) loosen _ time, no parts to melt or 

: from aluminum which is 99.93 % pure, — 

| ; yg It will pay you to send for a copy 
absolutely lacking those qualities which of the catalog and check up each 
attract rust and corrosion. advantage in detail. They’re all there. 
Buckeye Aluminum Co. Wooster, Ohio 
































BUTCHER TRAYS 


Enameled in White and White 


No. 15—1544 x 105% x 34” 

“ 17—174% x 11¥4x %*%” 

“ 19—19 x125% x %*%” 

“ 25—25%% x 193% x 134” 

*“* 250—Same size as +25, with Cor- 

rugated Bottom. 

Note the new #25 and +250 sizes, which have heretofore been largely 
furnished by the Importers. 


THE VOLLRATH CO. 


Sheboygan, Wis. 


NEW YORK CHICAGO 
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“Universal” Slides are Easily Applied— 


A gentle tap with a hammer and the “Universal” Slide is Ber... oll 
applied to the most fragile piece of furniture. An ideal 
article for light weight furniture where casters are unsuitable. 





The prongs are brought in 
from the edge of the slide, 
obviating the possibility of 
splitting the furniture leg 
or causing an ugly projec- 
tion. A practical improuvc- 
ment over the old style slide. 





No. 3—%” Diam. 





This Patented feature, protected by exclusive patents, is only found 
in ‘* Universal’’ Slides 





Universal Slides glide, don’t scratch, keep right and won't fall off. No. ae Diam. 
They are constructed of best steel that is highly nickel plated and case 
hardened. Price negligible. 


Write for Sample Card No. 25 H. A. 


Universal Caster & Foundry Co. 


General Offices and Factory: 574 Ferry Street, Newark, N. J. 


Also Makers of Ball-Bearing, Non-Ball-Bearing, Grip Neck, Phila., <= 
Oblong Plate and Metallic Bed Casters No. 1—1” Diam. 
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For Sprinkler Irrigation 
Systems—Goulds “ Pyramid” 
Piston Pump Fig. 1531 


The sprinkler irrigation system is becoming more and 
more widely used as farmers, truck growers, and gar- 
deners become more familiar with the simplicity of the 
system and the insurance it affords them against crop 
failures. 





UEVUEDUAEOEUENA NEU NOO NOONE 


The only pump to use with such systems is the well- 
known Goulds “Pyramid” Piston Pump which is recog- 
nized everywhere as the best all around small power 
pump for farm use. 







The booklet illustrated gives data 
on this pump as well as other in- 
formation valuable to the dealer 
and farmer with reference to sprin- 
kler systems in general. 


A supply of these book- 
lets will be furnished to 
dealers imprinted with 
their name and address. 


Write our nearest office for Jeg a 
a copy. Bm. ae <a 
es he - %. Ge 


Goulds Fig. 1531 "Pyramid" Pump 


The Goulds Manufacturing Co. 
‘Main Office and Works, Seneca Falls, N. Y. 


ah 





BRANCH HOUSES: Boston, New York, Chicago, Philadelphia 
DISTRICT OFFICES: Pittsburgh, Atlanta, Houston 
AURUAUGEROAGERRROUTRGEATUREEUAUEEUAUEEAUEEEEEE A TERTEAEREET EAA EEE TERETE iii saqugunnnganengunannanaergeanceneannuavanzenangenennzuuavennneenvvepneeogunenanuagneceeneeneencueeeeeanenonntttte 
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In selling Sturges 
Milk Cans you have one big point 
of superiority which good dairymen do 
not overlook. Each Sturges Can is dbuz/t to the 
measure—made to hold just so much and no more. 
A big point for the dairyman. Saves time and work 
—forestalls disputes with city sealers — insures 
pleasing his customers more. That’s why Sturges 
Cans sell quickly—and hold the better class 
trade—and bring Jdetter profits to the 
dealer who sells them. Write 
for Catalog No. 18. 
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Sturges & Burn Mfg. Co., Established 1865, Chicago, Ill. 
New York Office, 1650 Hudson Terminal Bidg., 50 Church Street 


Prompt Shipments from Jersey City Warehouse 


a Trtnes 
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The Luxuries of Yesterday 
Are the Necessities of Today 





A few years ago city water conveniences were an unheard luxury for the 
average rural home. But the farmer and the farmer’s wife demanded better things. 
The man did not want to pump water for the stock at the end of a hard day’s work, 
and the wife grew weary of carrying water from the distant well or spring. 


Now all is changed. MYERS WATER SUPPLY SYSTEMS have replaced 
the old-time water pail and the once well worn pathway to the well or spring is 
growing dim. The farm today is an up-to-date establishment, and a good water 
supply system is in keeping with the rest of the equipment. 


P= MYERS HYDRO-PNEUMATIC PUMPS 


Hydro-Pneumatic systems are one of the newest and most satisfactory forms of water supply. Air and water are 
pumped into the supply tank and the compressed air is the force that drives the water through the distributing 
lines. This system obviates the necessity of elevated tank, and 
for this reason is very easy to install. The tank can be placed 
under ground or in the cellar. 


MYERS HYDRO-PNEUMATIC PUMPS are operated 
by hand or power. Some styles can be operated either by hand 
or power. There are types to be operated by electric motor, 
which are especially convenient, since they can be equipped with 
an automatic switch. 








Farmers will buy Myers Water Systems when they know 
how much they contribute to home comforts. Write for a supply 
of our Hydro-Pneumatic Pump Catalogs for distribution. 


F. E. MYERS & BRO. Ashland, Ohio 
ASHLAND PUMP AND HAY TOOL WORKS 



































‘IM 7icoR™ SELF-CAP ROLL ROOFING 





Double cross locked to- 
gether, notched and re- 


squared on ends and sides. 


Sheets 2614 inches wide— 
50 feet long—will cover 
100 square feet. 


AMATLCOR Self-Cap Roll Roofing is made from soft annealed sheets, so that 


the side seams form easily without cracking. 


Is appropriate for use on buildings having roofs with only a slight pitch, and is recog- 
nized for its durability. 


We loan tools necessary to apply any of our roofings. They can be returned to us 
when job is completed. 





COMPLETE STOCKS—PROMPT SHIPMENTS 


MILWAUKEE CORRUGATING COMPANY 


Branch at Kansas City, Mo. MILWAUKEE, WIS. 
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ASTEFUL and dignified in design, 
extremely practical in construction, hav- 
ing re-pressed beads and die-cut nail holes 
which make erection simple and inexpensive, 
Corco Metal Ceilings have been the choice of 
many hardware merchants and justly so, as 


you can learn by your own experience. Write 
for portfolio of designs. 











INLAND irecrs Stet SHEETS 


AS the product of a plant which owns ‘THs plant is now being practi- 

its own iron ore mines and blast fur- cally doubled in size, so that it 
naces and makes its own steel, through — will scarcely be possible in the 
all the processes,in such a way as to future for us to be overtaken with 


give the highest degree of the shortage that has prevented 
our filling all orders with the 


UNIFORMITY promptness which is our carn- 
to the finished products. est aim. 


INLAND STEEL COMPANY 


First National Bank Bid 6.» Chicago 
Works Indiana Harbor, Ind. and Heights, Ill 
Branch Offices- ST.LOUIS-ST.PAUL- MILWAUKEE-DENVER-DALLAS 
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MACHINE. 
SCREWS 


STOVE BOLTS 
RIVETS BURRS 
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WOOD SCREWS 
TIRE BOLTS 








| Largest Stock and Greatest Assortment 


American Screw Co. 
PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois. 
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Ly 
£/ SCREWS 
f :y We are manufacturers— 
ed that is our business. Quality 


is our aim. Wecarry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


Write for price lists and _ discounts. 


Bridgeport Screw Company 


BRIDGEPORT, CONN. 
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Saw is over 20 years of specialized 


trade-mark is the toughest kind of pure, evenly 
tempered, refined steel. ! 


OUT of every Bishop’s “Greyhound” Saw 
your customer is sure to get absolute satisfac- 
tion. The hang of the blade will please him, 
as well as the rapid, easy-cutting quality. 


AFTER 30 days’ trial if any customer says 
the “Greyhound” Saw fails to cut faster and 
easier than any saw he ever used—refund his y 
money. We'll do the same by you. 


Made in hoth Straight and Skew back. 








LIST PRICES 
Length Dozen 
hs baka eiwews $28.00 
OU arate sd bb abelian 30.00 
hid hobs aw ue ens 32.00 
A ke ee Bo he 34.00 
rea er 36.00 
Phew sekesuavews 40. 
REST SEY Be on Seen 44.00 


Packed one in a box. Send for New Cata- 
log and Trade-prices. 


Geo. H. Bishop & Co. 


Lawrenceburg, Ind. 
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ACK of every Bishop’s “Greyhound” Bishop Ss 
experience in High-Grade Saw making. “CS h ) dq” 
IN every saw that bears the “Greyhound” rey oun 


























Sell Them 
y the Set 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are 
not dependent on a center or a level to 
guide them. They cut from the outer rim. 
The entire surface is at work all the time; 
no jagged ends; every part of the work is 
smooth and polished. They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished 
surface. 

Let us send you catalogues. Order 
through your jobber or direct. 





§SEP.22)74--y 
FEB23 86. 


MPAT 








UCLA 
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TORRINGTON, CONN., U.S. A. 











Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 


THE PROGRESSIVE MANUFACTURING CO. 
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More Customers Served— 
More Goods Delivered— 


OVER A GREATER AREA AT A LOWER COST. 


One and one-half ton Federal No. 3288 handled 400,926 
pounds of material during the past month. 

YOU CAN DO IT WITH A FEDERAL just as it has 
been done in thousands of other cases with Federal 
Motor Trucks. And we can show you how it is done. 
WE WILL GLADLY SEND YOU INTERESTING 
DATA concerning Federals in the hardware business. 
We also publish “Traffic News,’ a magazine on trans- 
portation, which we will gladly send you upon request, 





THESE ARE NOT MERELY ABSTRACT, EMPTY 
STATEMENTS but business facts proven by statistics 
gathered from investigations of Federals in the hard- 
ware business. 


FEDERAL CLAIMS ARE PROVEN by the feats ac- 
complished by Federal Motor Trucks when put to the 
test in the regular daily service of business firms. 


Federal 
Motor Truck 


Company 
Detroit, Michigan ini 





1'4, 2, 3Yo Ton Worm Drive Motor Trucks. 
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Assortment 


A Popular 


“The combination assortment of Little Giant 


taps ‘and dies illustrated above avoids the expense of 


All live Hardware Dealers are handling automo- 
bile accessories. They are the most enterprising, the 








garage owners buying a separate outfit for each 
thread standard and the consequent duplication of 
stocks and tap wrenches. Each and every die in the 
assortment is contained in its own collet. <A bit brace 
die holder is also provided in these assortments for 
convenience where it is desired to merely run over a 
slightly battered thread without removing the bolt or 
screw from its place in the car. 


highest rated and the best located merchants in their 
respective communities. 

Stock a reputable line of taps, dies and reamers and 
become one of them. The auto accessory field con- 
sists of over two and one-half millions of buyers and 
it is growing at the rate of a million a year. There 
are hundreds of them in your town. 

Write for catalogue and discounts. It will show 
you how you can increase your profits with this line 
of famous products. 


Greenfield Tap and Die Corporation, Greenfield, Mass. 


Wells Bros. Company Division 


New York, 28 Warren St. 
one ag a 18 So. Clinton St. 
Philadelphia, 38 No. 6th St. 


Wiley & Russell Mfg. Co. Division 


A. J. Smart Mfg. Co. Division 


Detroit, 55, 57, 59 Wayne St. 
London, 149 Queen Victoria St. 
Canada, Wells Brothers Company of Canada, Ltd., Galt, Ont. 
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| You Can Make More 
) Sales with 


| “ENTERPRISE” 
Food Choppers 


| The name “ENTERPRISE” is familiar to 
i housewives in every state in the Union. For 
50 years it has stood for highest quality and 
elciency. 

And when you explain the many special time, 
4 labor and money saving “ENTERPRISE” 
features your sale is clinched Every woman sees 
at once how quickly and easily she can prepare 
all kinds of dainty, delicious dishes with 


The Four Knives 


(1) For Chopping (3) For aeuene 
Hash, Hog’s Hea 
Cheese, Chicken 
and Lobster for 
Salads, Tripe, 
Vegetables of all 
kinds for Soups, 


Sausage and Mince 
Rad- 
ps 
ers for Crumbs, etc, Coarse etc. 






(2) For Chopping 
Scrap Meat for 
Poultry, Scrapple, 
fish, Corn for 
Fritters, etc. 


Medium Nut Butter Cutter 


Three Sizes 


a (4) For making 
2 Butter from Nuts 
= of an oily nature. 








Chops 2 Ibs. of meat 
per minute. Weight, 
4 Ibs. 





Ser minute. Weight. 
4% Ibs. 

Knives fit the plate 
perfectly and they cut. 
The meat isn’t squeezed 
through in stringy 
shreds of various sizes. 
Parts are double coated with block tin. Ribs in 
body run straight so that chopper can easily be 
kept clean and sanitary. 

These are the kind of talking points that sell 
“ENTERPRISE” Food Choppers for you, and 
you can meet all competition and make a good 
profit. 


The Enterprise Mfg. Co. of Pa. 
Philadelphia, U.S. A. 


Chops 3 Ibs. of meat 
per minute. Weight, 
8 Ibs. 























Ask Your Jobber 


Questions! 


Ask him whether he just 
“surmises” that his Hard- 
ware Cloth or his window 
screen cloths are _ correct 
length and width, and 
gauged exactly —or 
whether he can guarantee 
honest measurements and 


correct sizes. 


If your jobber knows his 
business he will have the 
answer on the tip of his 
tongue, and Ludlow-Saylor 
Products in stock. 


Ludlow-Saylor Wire Co. 
St. Louis Mo. 


BRANCH OFFICES 
20 East Jackson Blvd., Chicago 
Mills Bldg., El Paso, Texas 
Felt Bidg., Salt Lake City, Utah 























HARDWARE AGE 

















New Markings for 
Dutch Boy Keg 


White lead is generally put up in 
black steel kegs, and, unless the keg 
head or the side with the Dutch Boy 
trademark on it can be seen, one can- 
not instantly distinguish between a 
keg of Dutch Boy white lead and other 
similar packages. To remedy this 
condition, new and distinctive mark- 
ings have been adopted for all pack- 
ages of 


Dutch Boy White Lead 


The black steel kegs will have the familiar 
figure of the Dutch Boy Painter and our 
guaranty on the side of the kegs in brilliant 
orange. In addition the words Dutch Boy 
White Lead in large, legible type will appear 
on the side of the keg which was formerly left 
blank, and two bright orange bands near the 
top and bottom of the keg, as shown in the 
illustration. 


These new markings will not only make it easier 
for distributors and buyers of this favorite paint 
material to instantly identify the kegs, but it will 
add greatly to their decorative value as display 
material. 


As fast as the present stock of kégs with the old 
markings are used up, the new kegs will be used. 
We suggest you display them prominently and get 
the full advertising value out of them while they 
are a novelty. ; 


Manufacturers also of Dutch Boy Red Lead- 
in-Oil and Dutch Boy Linseed Oil 


National Lead Company 


NEW YORK BOSTON BUFFALO CHICAGO 
CINCINNATI CLEVELAND ST. LOUIS 
SAN FRANCISCO 


John T. Lewis & Bros. Co... PHILADELPHIA 
National Lead & Oil Co. PITTSBURGH 





360 
Pages 
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“Th e 
Finest 
and Most 
Complete 
Pump 
Catalogue 
Ever 


Published.” 


If You Deal in Pumps 
You Need This Catalogue! 


Wouldn't you like to have a rea/ pump book— 
one which tells which pump to recommend for 
certain conditions; how it should be installed; 
how and why it works, and w/y it won't, when 
it don’t? 

The new No. 25 Deming Catalogue isa cyclo- 
pedia of pump knowledge. If you are at all 
interested in pumps, you will prize a copy of 


this splendid book which tells all about 


LE LILIN 


Hand and Power Pumps 


Following is a partial list of the contents of the 
new Deming Catalogue, which is separated 
into fifteen different sections: 








Cistern and Pitcher Spout Pumps 

Set Length Pumps 

Well Pump Standards 

Cylinders or Working Barrels 

Pipe and Pump Supplies 
Miscellaneous Hand and Power Pumps 
Hydro-pneumatic Water Systems 
Triplex and Deep Well Power Pumps 
Spray Pumps and Nozzles 


Send to-day for your copy. 


The Deming Co., Salem, Ohio 


General Distributing Agencies 
Chicago, Henion & Hubbell 
Pittsburgh, Harris Pump & Supply Company 
New York, Ralph B. Carter Company 
Buffalo, Root, Neal & Company 


Agencies in Principal Cities 
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There’s 
Money in 
Fly Traps! 





There’s a real cash-in-hand market for Fly Traps right now— 
newspapers and magazines are full of the subject—many 
cities are waging special fly-time campaigns to exterminate 
the fly pest. 

On street corners in St. Louis twenty-four Ludlow-Saylor 
Fly Traps caught 5,654,000 flies in the first three weeks of last 
June. Imagine the size of the catch from the thousands of 


traps which dealers have disposed of with a talking point of 


this kind. 


Sell Ludlow-Saylor traps. 
order direct from us. 


Specify them: to your jobber, or 


Ludlow - Saylor Wire Company 


St. Louis, Missouri 








Two Chains—two uses 
—QOne guarantee 


ELWELTRA Trace Chains 


are admittedly the leaders in their 
field, with no competition—and a few 
imitations. Our broad guarantee of 
quality and service, and our policy of 
co-operating with the dealer are the 
main factors in their success. 


EL-WEL-CO-TI 


is the best cow tie made, and like 
ELWELTRA, it is without an equal. 
Our guarantee, and our policy of fur- 
nishing just what we claim—full size 
to gauge—have made these chains 
popular with the live dealers. 


Stock up on these two winners ; you 
can’t go wrong, and, as President 
Wilson says, you must be prepared. 


SOLD BY YOUR JOBBER 


MADE BY 


Standard Chain Company 
PITTSBURGH 
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American Brand 
QUALITY SERVICE 


Screen Wire Cloth 
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Longer— Looks Better 
also 
Copper, Bronze, 
Galvanoid Enameled, Painted, 
Bright Galvanized 


All Meshes and Widths 


Lasts 


American Wire Fabrics Co. 
Chicago, III. 


FACTORIES: 


Mt. Wolf, Pa. Niles. Mich. 


Clinton, Iowa 




















To Get Your Share 


of the 


National “Clean-Up and 
Paint-Up Campaign Trade” 
Handle the 


KLEAN UP LINE 


Paints for Every Requirement 


The “Clean-Up and Paint-Up” Cam- 
paign is in full swing, backed by civic 
leaders, club women, and municipal or- 
ganizations of all kinds. Are you doing 
your share to push the good work along? 


And are you prepared to reap the 
profit which this movement will bring? 


The “Klean-Up” line of Paints covers ,f 
every requirement. Make your store # 
“Clean-Up” Headquarters by ys 
handling “Klean-Up” Paints. J 

nr 
Clip the Coupon. It’s Here F | 
for Your Convenience. F ia Seas 
g? Brooklyn, N. Y. 


¢ 


Colonial Works, Inc." aitinour 
¢ 


Send m 
All-In-One “‘Klean- 
"” Combination 
Color Card and the Free 


BROOKLYN, N. Y. - 110-page Primer. 


memo: .. CONGR. 1. AbD iin kk ss inncccncicdnae 
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Copper Milk Can,Letters 
and Figures 1%s"_High 
Tinned on back 








ee ee 
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Above cuts are actual size. We make the 
entire alphabet and full set of figures. 

They are made of very thin copper and 
used for soldering onto milk cans or other 
tinned surfaces. Very convenient. Can be 
soldered on securely by placing the tinned 
side on any clean, tinned surface and pass- 
ing a hot iron over the face. Sample sent on 
request. 








We also make House Numbers, Automobile 
Numbers, Sign Letters in seven sizes and seven 
finishes, Sheet Metal Signs, Name Plates, 
Number Plates, Push and Pull Plates, etc., 
etc. All shown in Catalog No. 25H, sent free 
on request to jobbers or dealers. 





MANUFACTURED EXCLUSIVELY BY 


Niagara Falis Metal Stamping Works 


HARDWARE SPECIALTIES 
Niagara Falis, N, Y., U. S.- A. S-46 






















dShinglesAre 
the Direct Cause 
of Many Fires 


~~ 






Recommends Changes at Augusta, Ga. 













Afraid of Shingle Roofs 
“3%; { Frank G. Reynol 












id rd crack at the 

annual report, and strongly recOffimends to the city 
council the enactment of an ordinance prohibiting the | 
further use of this fire breeder within the corporate 
limits. 

The chief's report shows that of 446 fires in Au- 
gusta during 1915. 246, or more than 50 per cent, were 
caused by shingle roofs, 29 such fires alone following 
the burning of the Riverside Compress. 

To quote Chief Reynolds: “This is conclusive that 
shingle roofs are a menace to any city, hence the cover- 
ing with shingle roofs shou tbe permitted within 
the city limits. Onlyfireproof roofing)should be per- 

grew buildings or im making repairs 


HE present day de- 
mand to eliminate 
combustible wood shin- 
gles, and use _ roofing 
which cannot be ignited 
by flying sparks and em- 
bers, has resulted in an 
ever-increasing demand 


for 
Berger’s Metal Shingles 


They are fire-retardant to the fullest degree—no fire can 
Start through sparks alighting on their surface. Moreover, 
they incorporate the architectural beauty so much desired in 
present day building construction; are lightning and weather 
proof; light in weight; easily and quickly put on, and provide 
splendid service. 

Their cost is really less than any other durable roofing, and 
they take the base rate of insurance. 

These “talking points” make these shingles easy sellers and 
a profitable line to handle. 


Our Co-operative Department will render you valuable sales 
assistance. May we explain our proposition? 


Write for Full Particulars and 
Catalog E. H. A. 


The Berger Mfg. Company 
CANTON, OHIO 
Branches x: Boston New York Philadelphia Chicago . 


t. Louis Minneapolis San Francisco j 
Export Dept.: Berger Bidg.., New York City, N. Y., 
. ae 





Another profitable line is Berger’s ‘“‘Classik’”’ Steel 
Ceilings—attractive, durable and economical. Send 
“BERCO” for particulars and Catalog D. H. A. 
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Cobbler Sets 





- ieimidienas’ This is the time to con- 

sider Cobbler Sets, Shoe 

Shoe Lasts and Stands Lasts and Stands and 
Heel Plates. 


We happen to have The 
Best in the country. 


All good sellers that 
bring repeat orders. 


Comparison is the only 
proof, and all we ask. 


One shipment will 
insure more of the 
Empire same kind. Try it. 
Heel Plates Ask for Catalog 
14H. 


Star Heel 
Plate Co. 


LOUIS SACKS, Prop. 
NEWARK, N. J. 
U.S.A. 












> 
“By-Gum-Agram” <s-~S 
wicKKLEeR \ 
Iain ih) / A 
Grass Hook x 
Assortment 


AKWICKLERK 


FREE with 
each box, “i 
who can se'l on 
as many 
GRASS 
HOOKS as 
five slow 


clerks can. 


Beat the 
PRICEMAKER 
by ordering now 
your 


Little Giant 








Grass Hooks, —- 
Brooks’ Corn 

Hooks and 

Earle’s Corn 

Knives for HORATIO S. EARLE 


present need. Sales Manager 


NORTH WAYNE TOOL CO. 
HALLOWELL, MAINE 


Sales Office: 1408-9 Ford Building 
° DETROIT, MICH. 
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NOW 1s Ideal. Time 


Get in on the power lawn mower business 
right now, while your prospects are livest. 
Now is the time to sell your park and boulevard 
commissions, your cemetery boards, your big 

lawn owners, too—now, before 
the grass needs first attention. 

Write for full information and 
terms—we are backing our deal- 
ers with the best brand of sales 
co-operation ever. 

Ask about the Ideal Roller and 
Riding Mower, a big machine de- 
signed for golf courses and more 
extensive lawns. Sells at $500 
with 38-inch cut—$350 with 30- 


inch cut—including riding sulky. 


The Ideal Power 


Lawn Mower Co. 
R. E. OLDS, Chairman 


409 Kalamazoo Street 
LANSING, MICH. 









“Zigk’ that's the way 
youll find the 


Fernald 
Quick-Shift 


moves! Buggy owners hustle 
to buy Fernalds because they 
stop shaft rattle and make 
and see them 


the interchange of shafts 
and pole a jiffy job, with- 
“Zip!” 
7d Your Jobber 
sells them—lots 
of them, too. 
venus = penening ©. 


out tools or trouble. 
Stock Fernalds 











Sure-Shut 
Clamp 


Sizes 1”, 14¢”, 2” 





Sure Sellers 


Two of our best sellers are hose menders and 
pressed steel screw clamps. 

Sure-Shut Screw Clamps are popular in all three 
sizes. They sell on sight to mechanics, amateur and 
professional. 

Sure-Shut Hose Menders will repair leaks per- 
manently on any make of hose. Made entirely of 
brass; will not rust. Will outlast the hose. 

Made for %” and 3%” hose. 

We also make milk bottle caps, mouse traps, book 
straps and other practical items. 


Fort Dearborn Mfg. Co. 
STERLING . . ILLINOIS 





Sure-Shut Hose Mender 

















Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 








Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and adapta- 
bility. 

















HAYES PUMP & PLANTER CO. 


ag 2 me fe | a 
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OFFMAN Bell Brand Butchers’ Steels deserve to be well known— 

| we have had 36 years in which to make them so. We have special- 
ized ‘in the manufacture of Butchers’ Steels. That is the big “reason 

why” you need our products in stock. 


C. & A. HOFFMAN, Frankford, Philadelphia, Pa. 


Sales Agents: 
Wiebusch & Hilger, Ltd., 106-110 Lafayette Street, New York City 


Suz 



















Chair 
Tips 





No. 12. 1 Inch 


Rubber - Wheeled For The Sharp Ends 
Casters, Good Stock of Rocking Chairs 



























Clark’s Rubber Wheeled Casters come in have quickly found favor with 
types galore for every caster purpose. the trade. A positive protection 
Swivel Stem Casters for use on plat- . ‘ 
form trucks, boxes, baskets, etc. Made against the sharp ends of rocking 
cP hor te Rs. | chairs. Durable and easily fitted 

Stationary Plate Casters for mounting 
trucks and factory baskets. to the _ rocker. 


Anti-Friction Swivel Socket Casters : 
for use on table legs. Provided with Catalog, prices 
hardened Steel balls; extra heavily con- and terms on re- 
structed; round or square sockets. 

Write for catalog ACr12, illustrating quest. 
and describing complete line. 


The Geo: P. Clark Company | | ~#Stic Tip Co. 


Windsor Locks Conn. Boston Mass. 




















Gi LOOK FOR THE LABEL 
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INSIST and DEMAND— 
Get Strips “ALLEN” Tanned 
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Everything Wears Out— 


Guarantee Wringers 
Outwear Everything 


Lovell Manufacturing Co. 
ERIE, PA., U. S. A. 


‘THE LARGEST MANUFACTURERS OF CLOTHES WRINGERS IN THE WORLD 

















ys 


= 
The Two-in-One 


ALASKA 


FREEZER: 


‘*The freezer with the open spoon dasher’” 





Does 60 per cent 
Profit Look Good? 


ROM now until the end of 
Summer it will take little or 








The best made. Has them 
all beaten. Freezes rich 
creams and mousses without 
dasher. 

















With No Work 


in 30 minutes; but plain custard 
creams and sherbets cannot be 
frozen smoothly in any freezer 
without beating with a dasher while 
freezing. With the ALASKA open 
spoon dasher they can be frozen 
smooth as velvet in 3 to 4 minutes. 
The ALASKA does all kinds of 
freezing stunts in the quickest time. 
There’s a rush on. Order quick. 


The 
Alaska Freezer Co. 
Winchendon, Mass. 
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no effort to sell 


ROYAL 
Self-Heating Irons 


and you make 60 per cent on every sale. 
Women everywhere are looking for the Royal, 
because it helps them do better work with less 
effort and in half the time—and this means 
relief from the drudgery and heat of Summer 
ironing days. 

Over 750,000 women already own and rec- 
ommend Royals—some of these are your cus- 
tomers and will send their friends to your 
store. 

Ask for our two special Spring deals 

—the season for Royal profits is al- 

ready here—act today. , 


Royal Iron Manufacturing Company 
552 Wayne Street Big Prairie, Ohio 











tomers should use an 


Does away with w 


little effort. 





A Sale Every Few Minutes 


This selling record is possible if Dealers will point out the 
many good features and a few sane reasons WHY their cus- 


EAGLE MOP WRINGER 


and Bucket Combined, for washing an 


mopping their floors. 
With its use, —— is done in a h 


thy standing position. 
nging a dirty, filthy mop by hand. Hot 
mae a Lye water.can be used, the hands never come in contact 
with the water. Floors quickly made immaculate with very 


Show your customers an EAGLE MOP WRINGER—explain 
to them what a labor-savi device it is—its Sanitary features, 
and a Sale IS POSSIB every few minutes. The Pail is 
g fig et roe ~~~» — never oe ai 

ndo ousands of users an the same num 
Made in three sizes, 10,14and22Qts. Dealers. . d 


The Eagle Woodenware Mfg. Co., “chic” 


SOLE MANUFACTURERS 


View 
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Model No. 50 


THE WEATHER 


MAY{BREAK UP A BASE BALL GAME 


but it can not affect the patented method of cementing 
the glass joints in 





ALL GLASS SHOW CASES 


This construction makes the case absolutely rigid and as solid 
as if it were one piece of glass. 

It does away with the old fashioned metal clamps and fasten- 
ings, which were weak, always in the way, and an obstruction to 
the merchandise displayed inside the case. 

The case ships in perfect safety. 

These joints laugh at “Old Father Time” and will still be solid, 
when your knees are shaky. 

Sure, we will gladly send you a catalog. 





Detroit, Mich. 
24-26 W. 30th St. 


468 West Fort St. 
New York Salesrooms 
Makers of ALMBETAL store front construction. 











A Silent Salesman in a four 
foot space. Save time and 
money with the 


Herrick 


Ball Bearing 
Tool Rack 


Revolves easily when 
fully loaded. All 
Malleable Iron and 
Steel. Guaranteed 
against breakage. 
Holds 15% Doz. Ag- 
ricultural Tools of 
various kinds. 


Well Displayed Is 
Half Sold 


Change display — use 
all year. 


SALES DOUBLED IN ONE SEASON 
Write today for catalog. 
SOLD BY YOUR JOBBER. 


The F. A. Herrick Co 


4040 Detroit Ave., Toledo, O. 











This ==[-Pre 
RING BOOK 


is the barometer of my business. 
Reports from my heads of de- 
partments are filed in it each day, 
and my secretary finds.it.easy.to.. 
index them for ready reference. 


There’s no dead matter 
in the 
book — 
all up- 
to-date 
and I 
getonly 
what 
I need. 
T he 
condition of production, bank account, sales and collec- 
tions are before me in the clearest, most easily analyzed 
form at all times, and I can keep in touch with those 
conditions daily. 

My personal experience with the design and ee of 
this book has led me to install binders and stock 


forms in all our departments, and from the ledgers in the account- 
ing department to the city delivery boy’s receipt book, 


Merchandise has made good. 
All first class stationers sell ioose J-P ar} Books and Forms 
Send for Catalog 722 


Irving-Pitt Manufacturing Company 
Largest Loose Leaf Manufacturers in the World 
Kansas City, Missouri 
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‘*‘AMERICAN BEAUTY” 


the 
Electric Iron 


of 
QUALITY 
The. “AMERICAN BEAUTY” 
twenty-two years of experience. 
It is made by the oldest and largest exclusive 
manufacturers of electrical heating appliances in 
the world. 
Summer is the time to sell labor-saving devices. 
The “AMERICAN BEAUTY” is a labor-saving 
device for women and will sell. 
You can sell “AMERICAN BEAUTY” electric 
irons as the appearance of the device itself appeals. 


The size, shape and weight are the best for all 
requirements. Finely finished in polished nickel. 


is the result of 


Our advertising helps 
will help you sell. 


Write for prices and discounts. 


American Electrical Heater Co. 
Detroit, U.S. A. 
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HELLER’S 


PIVOT DOOR CABINETS 

















Size of cut 1 Inch to 4 


Parker’s 
National Side Mill 


An easily attached, out of the way, 
Coffee Mill. Made with detachable 
receptacle for the ground coffee 
and a conveniently adjusted thumb 
screw in front. 





GHT 
DISPLAY ALWA — 


SEND FOR CATALOG No. 24 


showing the largest assortment of 


All iron construction—very dur- 
able. A quick, steady selling Mill 
the whole year ‘round. 


Hardware, Shelving, Fixtures, etc., in Sead for. Pirleet’s: Sonciat Cat 
the United States. log of Coffee, Drug and Spice Mills. 


W.C. HELLER & CO. The Chas. Parker Company 
r New York Salesrooms Factories 
MONTPELIER : e ow - OHIO 32,Warren St. Meriden, Conn. 
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Star 
Coaster Wagons : 


Twenty-five Years’ Experience = 
Proves—‘‘They Don’t Wear Out”’ : | 


Biggest sellers because they are the best made, 
most durable wagons in the field. Change 
from express to coaster instantly. Each wagon = 
packed complete in separate sealed carton. : 


Write for prices. 


Hunt, Helm, Ferris & Co. : 


42 Hunt Street Harvard, Illinois é; : 
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ATLAS 
10-Cent FlySwatter 


“Swat the Fly’’ crusades are spreading. The 


coming season will see the greatest demand for Fly 
Swatters ever known. 


Be prepared. Stock Atlas 
Fly Swatters. We make two 
styles—one to retail for 5 cts., 
the other for 10 cts. Both are 
made of the best wire cloth 
with a copper finished handle. 


The 10-ct. Swatter shown 
has an extra long handle— 
10 ins. It is very neatly and 
securely bound with soft green 
felt—cannot mar the finest fur- 
niture. Especially adapted for 
parlor or drawing room use. 
We have made it extra strong 
and flexible—will outlast any 
now on the market. 





The 5-ct. Swatter, the best 
ever made to sell at a Nickel, 
has a triangular fold permit- 
ting insertion of your ad if 
desired—a clever idea. 





Now is the time to place 
stock orders. We'll gladly 
quote Prices and Terms. 


Atlas Mfg. Co. 


v New Haven, Conn. 














It’s a Murphy Knife 





“R. Murphy” Sloyd 


Manual Training Knives 


“T have used it and used it hard, but it is 
still sharp.” 

It is the same with “R. Murphy” pruning, 
paper hangers’, shoe, kitchen and all our 
knives. It is all in the material and our 
experience in .hardening and tempering. 
Every knife is treated to meet the require- 
ments of the work for which it is designed. 

The prices are also interesting. Send 
for them. 


ROBERT MURPHY’S SONS CO. 
Established 1850 
AYER - -  - MASSACHUSETTS 


























“VICTOR” 


Coat and Hat Hooks 


ARE GOOD HOOKS 


. 5 ma 


eye Lewrcard = 





Try the “Victor."" Packed one dozen in 
a box. Your sales will increase. 
Bright Wire Goods. 
Brass Screw and Cup Hooks. 
Hicks Belt Hooks. 


E. Jenckes Manufacturing Co 
WORCESTER, MASSACHUSETTS 


SELLING AGENTS: 


JOHN H. GRAHAM & CO. 
113 Chambers Street 


New York City 











““UNIVERSAL”’ 


SHOE CLEANER 


The Only 25c Cleaner on the Market 





Made of heavy cast-iron, finished in 
baked enamel. Brushes‘are made Re- 
versible, giving long life, and easily 
and cheaply renewed. Packed one 
dozen in heavy, corrugated box. Write 
for catalogue and price; also of Cob- 
bler Outfits, Shoe Lasts and Stands, 
Shoe Hammers, Nail Cups, etc. 


The Root-Heath Mfg. Co. 


PLYMOUTH, OHIO 


N. Y. Agent, D. N. WINNER, 90-92 W. Broadway 
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A Better Hinge 
and a Better Profit 


You can recommend the “KATZ” Jamb 
Hinge for high-class jobs. Carpenters and 
Contractors buy them in large quantities, 
and each sale nets you an exceptional 
margin of profit. 

Write AT ONCE for details. 





| ONLY 


DOUBLE ACTING 
SPRING BUTT HINGES 


have the weight-sup- 
porting bearings cor- 
rectly located to 
liberate the action of 
the springs, reducing 
breakage and increas- 
ing spring power, 
preventing unequal 
wear of the barrels, 
and giving practically 
unlimited durability. 





Lawson Mfg. Company 


Chicago Illinois 





Bommer Floor Surface Spring Hinge 


Has Release and Holdback Features and 
Ball Bearing and Alignment Device 


Suitable for either double-acting or single-acting doors 


The most durable hinge of its type; holds the door 
open when swung to 90 degrees. The spring-action 
f can be entirely released so door will swing free, 
without spring-action, by inserting a wire nail 
(when the door is open) into a hole provided in 

. “7 ——~ the side plates. The 
spring-action can be 
restored by withdraw- 
ing the nail. 
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Fits Fastens 

a in the 

simple mortise es * bs 
a im || Me phrsto 
easily nails nth a 704 0T PA gL 
made or He : 

mortise screws 





No. 10 Ball Bearing. 
No. 110 Cone Bearing. 


GRAND RAPIDS 


ALL STEEL SASH PULLEYS 


Are the most popular with the trade. 
We make a large variety of styles. 


Write for catalog. Samples Free. 


GRAND RAPIDS HARDWARE CoO. 
520 Eleventh Street, Grand Rapids, Mich. 
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BLACK DIAMOND FILE WORKS 


INCORPORATED 1805 
aon Ary. 





ESTABLISHED 1863 





Twelve Medals ot Special Grand Prize 


Award at GOLD MEDAL 
INTERNATIONAL Atlanta, 1895 
Expositions 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 


Your Trade Will| <<we> 
Appreciate Reece’s Tedhisinad 


Screw Plate Box Strapping 


SOFT and PLIABLE 

because, altho fully adjustable, it has Continuous Lengths 

all the advantages of a solid die. It is No Rivets 

made so that cutting cross threads is ht Sop 

an impossibility. Dies can be reversed as — : ao coil on — 

in the collet for use in a lathe or other mia ee en ye 
e case. 

machine. 




















Invest in a sample. 


Butterfield & Co., Inc., Derby;Line, Vt. 


BRANCH STORES: 
126 Chambers St., New York City. Manufacturers of 


56 Cadillac Sq., Detroit, Mich. 
11 So. Clinton’ St., Chicago, Til. STEEL DOOR MATS CORRUGATED JOINT 
a a el COLD ROLLED STRIP STEEL FASTENERS 


ACME BARBED BOX STRAPS 


Many Styles and Sizes. 











No. 7 Acme Barbed Box Strap 
Write for Samples and Prices 


ACME STEEL GOODS CO. 


MANUFACTURERS 


2840 ARCHER AVENUE.............. CHICAGO, ILL. 
Tot Gememieee BEPOSt. . occ cees ccccwes New York City 
10-14 Tift Street........... Mv iktsln s.-t edvaiamnae ah ee Atlanta 
310 California Street................ San Francisco, Cal. 
its: a I I I ba Gn o'k wikis ho o's o Gd a be pees Los Angeles 





J. E. Beauchamp, Canadian Representative, Montreai 








BOLTS, NUTS, RIVETS, WASHERS 


PICKS, MATTOCKS & GRUB HOES, CROWBARS, WEDGES, FORGINGS 
Wagon Hardware, Telephone and Telegraph Pole Line Hardware. Established 1863 
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r CHIEACO) 


SPRING HINGES 
DISTINCTION 


The Chicago “Relax” Spring Hinge has distinctive features which impress 
your customers and create the demand. 


















The spring action release allows the door to be placed open at any desired 
position and automatically re-engages when the door is closed 


Chicago Spring Bult Company fo 
| CHICAGO NEW YORK Ve 





Send fer Catalogue H-32 


.. | —-WANTED— 











“ALBA” 


Defy Competition 
ON SASH CORD 


Our prices enable you to \ 
do so and each sale A hardware firm in your city to sell 


makes such a favorable a new style fireplace damper 
impression on the pur- 














Some dealers sell as many as 150 dome dampers 























chaser that our Sash in a season. That means an equal number of clean- 
Cords are trade winners out doors, ash-trap-doors, etc. It runs into volume, 
of the highest order the profit is good and it is a nice, clean-cut business. 
Our “ALBA” and _ GET READY FOR THE SPRING DEMAND 
“STAR” brands of sash by sending for our Catalog No. 1550. 
showing dome dampers, ash-trap doors, clean-out 
cord are not cheaply doors, cast chimney thimbles, also andirons, fire 
made—they are -eally baskets, fire sets, fire screens, etc. a 
éé 99 ae , 
better than need be. WE ALSO MAKE P RN 
The exceptionally low Waffle Irons Gasoline Engines f. Si 
prices at which they sell Sink Brackets House Numbers ae? rs ws 
aw ses atcnes Psy ." .° 
Hook Chest Handi . eR ia «. 
is the result of years of ae Tee gt 
ESTES MILLS manufacturing experi- Ensilage Cutters Feed Millis S - a Pm 
ence and careful shop Pe 
economy. Get interested Stover Mfg. Co. a Pol aa eet 
FALL RIVER NOW and write for 710 East Street 3 od Pe a eae # 
MASS. prices. FREEPORT,ILL, go? g* Fe 
o. > fs 4s 
Ae ee hee ltate toe 8 











REVOLVING 
PUNCHES 


Made of forged steel with 
improved, easy working 
joints; the tubes from solid 
stock, each tube being tem- 
pered by hand and the 
turrets made from solid steel rods with highly tempered steel springs. We give 
our punches a fine finish and guarantee them in every respect. 


THE SMITH & EGGE MFG. CO. : Bridgeport, Conn., U.S. A. 
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Who sells your customers 
Soy === || their ROSE Wide Heels? 


The handy Rose Wide Heel is 
superseding narrower brick trowels. 





As never before, advantage lies 


ROSE WIDE HEEL No. 221 with the superior make because 


| | WRITE FOR CATALOGUE H greater width makes any forging but 
i to either the most accurate feel awkward to 
| Wm. Rose & Bros. Sharon Hill, Pe. * skilled man. For this reason the 
| or 110 Lafayette St. store of the hour is the store with a 
i i maaan dl — Ltd. New York City ROSE. 











Turnovers 





Are animportant factor in 
every business. [hestock 


: _ that spends the least time Here’s the 





i : * 9 
on your shelves is your Grinder the Farmer OK’s 
. best buy and in machine UTHER “Best Made” Tool Grinders with 
" Sickle Grinding Attachments make an 
tool lines that means instant hit with the farmer. The grinder itself 
" has the up-to-date features he demands nowa- 


days: Worm Drive, Ball Bearings, Universal 


64 99 Swiveling Device, and other advanced mechan- 
| ical improvements. 


It is a machine for year-round use—is entirely 
adequate for all but the heaviest jobs of tool 





; —_— grinding, and in addition has a special attachment 
Drills Reamers by which any sickle can a —— and 
given the same bevel as when new. Light run- 

Taps and Cutters. ning, silent, long-lived, and puts a keen edge on 


tools quickly. The price is very attractive. 


Write for prices and terms on this snappy seller. 


Morse Twist Drill & Mch. Co. Luther Grinder Mfg. Co. 
NEW BEDFORD - MASS. 931 Point Street Milwaukee, Wis. 


a Ee TT pare Pea 
























“YANKEE” VISE No. 1993 
with Detachable SWIVEL BASE 


Quickly detached from swivel base by the turn of a set screw, and bein 
accurately machined all over can be used in any position as a jig for specia 
work on drill press, shaper, etc. 





Holds work rigid on any 
angle with use of the 
special grooved block. 








Da ee a ed ee eS om ee nee nee ene nnn a nes Reber tein oan see 


The swivel base is easily and firmly locked and released in any position 
by a short movement of lever at the side. ) 
An entirely new feature in vises, quickly appreciated by Tool Makers, 
Machinists, Electricians, Amateurs, and all users of high grade labor-saving 
tools. Your jobber will supply you. 









NORT H BROS. MFG. CO., PHILADELPHIA, PA. 
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S00Rcom: 800 Baths 
200 room addition building 
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The Why 


of Statler Service 


All of us at Hotels Statler realize that 
you—the guest—are the man who pays 
our salaries. 


When you no longer come to us we will 
go out of business. 


It is you—not we—who must be con- 
sidered first in every detail of the opera- 
tion of these three hotels. 


We can’t afford to be superior and 
patronizing with you, even if we wanted 
to. We can’t afford to be discourteous, 
or to render a perfunctory service, or to 
give you a scant money’s worth. 


So these hotels are operated, from sub- 
cellar to roof, to satisfy you with what 
you buy of us. Hence the doctrine that 
the guest 1s always right; hence our ear- 
nest efforts to give you more than your 
moneys worth. 


Every—every—Hotel Statler room has pri- 
vate bath; outside light and air; circulating 
ice water; writing desk with plenty of sta- 
tionery, etc.; local and long distance tele- 
phones; pin-cushion, with needles, thread, 
buttons, etc.; candle for a low night-light, 
and numerous other unusual conveniences. 
Morning paper delivered free to every guest- 
room. 


Your satisfaction guaranteed, whether 
vou spend $1.50 or $20 a day. 


Iril ¢ IKE ss 


BUFFALO - CLEVELAND ~- DETROIT 
Rates from $12° Per Day 
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Hardware Specialties 


Quick Sellers 


because they are developed to meet 
a definite condition in a manner 
that is most effective and eco- 
nomical. 


Your customers are quickly 
attracted to the counter display 
feature which is truly inviting—a 
characteristic of all OSBORN 
Hardware Specialty Displays. 


Each article is made to sell at a 
popular price, and allows the dealer 
and jobber a substantial profit. 


Here is a list of articles which 
have proven their merit in many of 
the most successful stores in the 
country: 


OSBORN CHRISTMAS TREE 
HOLDERS 


OSBORN LAWN MOWER 
SHARPENERS 


OSBORN SKATE SHARPENERS 
OSBORN SKILLET BRUSHES, or 
OSBORN SINK CLEANERS 
OSBORN FLY SWATTERS 


We suggest that you order the CHRIST- 
MAS TREE HOLDERS and SKATE 
SHARPENERS now. 


Try to anticipate the demand and we will 
do our share to protect you against the ris- 
ing market. 


Our line includes Brushes and Brooms of 
all types, Foundry Supplies and Moulding 


Machinery. 


Catalog will be sent on request. 


THE OSBORN MANUFACTURING Co. 


CLEVELAND 
5401 Hamilton Ave. 
New York Chicago 
395 Broadway 155 North Clark St. 
Detroit San Francisco 
672 Atwater St. East 61 First St. 
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Do You Ever 
Stop hinkingr 


You, Mr. Manufacturer—is there ever a moment, except 
when you're sound asleep, that some train of thought isn’t 
chasing through your mind? 





Is there ever a moment, day or night, winter or summer, 
when you're not susceptible to new ideas properly presented ; 
especially when they have a vital bearing on your business? 


Is there ever a day during the summer months when you 
don’t read, think and plan? Yet to hear some folks talk 
against summer advertising one would think that we actually 
stop living between June and September. 


Just as you read advertisements in newspapers, maga- 

zines and your trade paper—just as you are reading these | 
lines—so many thousands of hardware merchants through- 
out the United States are reading their trade journals, and 
laying plans for fall business. 


You are building for tomorrow, not a mere “today” and 
you know that a certain amount of “missionary work”’ is 
necessary in developing “tomorrow’s” business. 





So your advertising during the summer months is fasten- 
ing your name in the minds of hardware merchants who will 
remember it when they are ready to buy. And whether they 
are already familiar with your goods or have never heard of 
them; whether they are going to buy next week or three 
months from now, doesn’t alter the fact that your summer 
advertising is a most important factor in laying a solid foun- 
dation for a prosperous fall and winter trade. 3 


HARDWARE AGE 


239 West 39th Street, New York City 






































May 18, 1916 


HARDWARE AGE 


47 








“—T have used them all, but I 
find DISSTON best.” 


Could You Ask for a Better Trade-Builder Than 
This Kind of Customer-Satisfaction ? 


Every mail brings us letters of commendation of 
the high quality of DISSTON products—letters 
prompted by the enthusiasm of satisfied users. 


This satisfaction is the result of seventy-six 
years’ uninterrupted effort on the part of HENRY 
DISSTON & SONS to produce not only the best 
tools on the market but the finest that could be 


made. 


This reputation for quality which cost the 
DISSTON COMPANY years of study and costly 
research is an active asset in the development of 
YOUR business for you to avail yourself of at no 
expense whatever. 


A man buys where he has already had satisfac- 
tion. DISSTON TOOLS are a means of cement- 
ing the good will of your customers that has a 
tangible dollar-and-cents value to you. Avail your- 
self of it. 


Write for description of sales helps on any of 
the DISSTON line in which you are interested 


on 


Henry Disston ¢& Sons, Inc. 


Philadelphia, U. S. A. 
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BICYCLES 








We are prepared to furnish Ariel, Harvard, Reserve, Adelbert and 
Erie Bicycles promptly, as we have them in stock—No better made 








BICYCLE TIRES 





Clincher | Motortype Thornproof 


A complete stock of Worthington’s Motortype, Thornproof, Blue Racer, Bull Dog 


and Special Bicycle Tires, as good as ever. Also the most complete assortment of 


BICYCLE ACCESSORIES 


to be found anywhere 





The George Worthington Co. 


HARDWARE 
Established 1829 CLEVELAND 
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This Aladdin Double Roaster 
Speaks For Itself 


The most hasty examination will show the superiority of the Aladdin Double 
Roaster—not only for roasting but as a canning outfit. The June issue of 
“Good Housekeeping” will have a full page advertisement telling women 
buyers about this one Aladdin utensil alone. It tells of the extra handle in 
front—the extra air vent—the self-basting cover pan—and the special wire 


rack (sold separately.) 
Aladdin 
Aluminum 


Aluminum ware is becoming more and more the accepted gift for the June 
bride. This year it is going to be Aladdin Aluminum. Our advertising is 
showing women why Aladdin Ware is better. Aladdin dealers are reaping 
the benefits. There is a big business awaiting you this Spring. Are you 
prepared to meet it? 3 








This shows how the tray fits Your customers are Jars lifted all at once. Easier to 
into the wire rack. Jars can’t looking for Aladdin’s handie. Wire partitions keep 


rattle or tip. 


Lamp on every utensil. them apart so they don’t break. 















































Send for booklet of Aladdin electros for your local advertising. 





The Cleveland Metal Products Company 
Cleveland, Ohio 
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Accurate _ 
Layouts 


Work Well | OR this reason 
Laid Out Is the best work- 
Work Well men insist upon 
Done— tools and measur- 
Careful ing, instruments of 


Layin3, Out the very highest 
Requires >rade, which they 


Accurate can depend upon 
Tools absolutely. 


Starrett lools 


are ee invariably found in the kits of expert 
workmen because they are recognized throughout 
the world as standard. The store handlin3, this line 
attracts the trade of high class machinists. 


2100 styles and sizes, includin’, micrometers, vernier 
calipers, dividers, combination squares, steel rules, 
steel tapes, calipers, hack saws and many others. 


Write for Free Catalog, No. 21-A. prices and dis- 
counts. We deal direct with hardware stores, «=== 


gma The L. S. Starrett Company 
‘ ) “The World’s Greatest Tool Makers’”’ 
ATHOL, MASS. 
NEW YORK CHICAGO 





Mili 
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A Inal Order— 
A Display Model— 


Give us the former and we will give you the 
latter—we will send you this handsome display 
model free of all charge. 


It will help you sell the sets and the sets go a 
long way toward selling themselves. 


“National” Screen 


and ) 


Storm Door Sets 


contain every piece of hardware a screen door 
needs—hinges—screws—hooks and eyes—a door 
pull—and a No. 3 Perfect Door Spring. 








Packed one set to a carton, one dozen to a box, 
twelve dozen to a case. 


Now’s the time to stock. Get the prices today. 


National Mfg. Co., Sterling, Ill. 



































